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BEHIND REGULATION X: A milestone in mortgage lending (See page 37) 





This Month: 


FARM MORTGAGE POLICY by Howard G. Diesslin 
A BANK’S “CHARG-IT”? PLAN FOR MERCHANTS by C. Kenneth Fuller 


SAVINGS PROMOTION IDEAS FROM SWEDEN by Erik Elinder 

















“Black Bart’’ robs the Milton-Sonora Stage, 
Tuoloumne County, California, November 3, 1883 





Three miles from Copperopolis, driver McConnell 
halted the Milton-Sonora stage to permit his pas- 
sengers a chance to stretch their legs. ‘The quiet 
of the hills closing in upon the coach was accented 
by the heavy breathing of the horses. 

Suddenly the silence was broken by a well-bred 
voice. ‘Please hand down the box and mail bags,” 
it said, and McConnell whirled to face the strang- 
est figure he had ever seen — with meat sack boots, 
an old linen duster, flour bag mask and conical 
clown’s hat. But there was nothing strange about 
the way the man handled his rifle, nor the reputa- 
tion of the lone robber who always wore that out- 
landish costume. Unarmed, McConnell had no 
choice but to comply with the command. 

Swiftly the bandit gathered $5,000 in gold and 
coin, dropped a doggerel verse in the emptied 
box and ran for the hills. He had barely gone 
a hundred yards when the youth who was riding 
eun for McConnell returned to the stage. Snatch- 
ing his rifle, the driver fired four shots without vis- 
ible effect. Apparently “Black Bart, the P.O.8”’, as 
he always signed his doggerel verse, had succeeded 
again in his 23rd stage coach robbery. 

Scouring the surrounding country, however, 
detectives found a blood-stained linen cuff bearing 
a laundry mark, which finally led to the identifi- 


THE PILLAGING POET 


cation and sentencing of the famed “Poet Bandit” 
of early California days. 
* * * 


Superior in intelligence — without family or col- 
leagues — “‘Black Bart’ typifies the lone-wolf criminal 
so difficult to apprehend today as well as yesterday. 
When embezzlement and other crimes besides robbing 
are considered, it becomes increasingly true that the only 
sure protection against the financial losses caused by 
men of this type is an adequate, soundly planned and 
vigilantly maintained insurance program. 

Using the Attna Plan of Risk and Insurance Analysis, 
your tna representative can design just such a program 
for your bank. Hts service includes an expert analysis 
of all its insurable risks, a thoroughly effective plan of 
protection, a tested method of keeping policies up to date. 

In the great majority of cases, this A&tna Plan service 
can substantially improve a bank’s protection against 
armed robbery, liability, fire, embezzlement and other 
hazards of banking. Why not investigate its ad- 
vantages today? 


AETNA Casua.ty AND Surety Company 


The 41na Life Affiliated Companies write practically every form of insurance and bonding protection 


LIFE AND CASUALTY FIRE AND MARINE 
Etna Life Insurance Company Automobile Insurance Company 
ina Casualty and Surety Company Standard Fire Insurance Company 
Hartford 15 Connecticut 
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LETTERS 








The Customer Drove In 


Stmrs: To encourage publicity in con- 


nection with the opening of our curb teller 
drive-in service, we arranged with the 
local press to run a humorous story about 








the only “‘real” drive-in bank in the coun- 





try. The local distributor for the baby 
Renault cars was only too happy to drive 
right into our lobby and make a deposit 
at the teller’s window. The news item 
featured the picture and stated that the 
customer took our drive-in banking adver- 
tisement seriously. 
Nert N. Muzzy, Comptroller, 
Union Trust Company, 
St. Petersburg, Florida 
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Subpoenas and Orders 


Sirs: We have found that the practice 
of reporting to our executive committee at 
each meeting all subpoenas and _third- 
party orders served on us between meetings 
has served a very useful purpose. It is an 
excellent method of keeping the various 
members of the committee closely in touch 
with customers of the bank who are having 
difficulty with their creditors. 

While this procedure could not very well 
operate in a large institution, yet in our 
bank, with a single office and deposits of 
almost $12 million, we find that it works 
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very well. It occurred to us that perhaps 
other banks of our size may have had the 
same favorable experience. 
ERNEstT L. KING, President, 
Flushing National Bank, 
Flushing, New York 
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At Board Meetings 


Srrs: When the February issue, our 
first, came we found it so interesting we 
read it through the first day. Before our 
board met we had studied it religiously, 
put notes in the margins, and underscored 
points pertinent to our situation. This has 
been repeated with each issue and not a 
meeting but what it is quoted. The July 
and August issues became veritable text- 
books for our board. 

Dr. A. C. VAN Saun, 

Chairman of the Board, 
Farmers and Merchants Bank, 
Washington, Georgia 
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Booklet Service 


Sirs: We want to thank you for help- 
ing us distribute copies of our booklet on 
warehouse receipts through your “Booklet 
Counter.’”’ The people who wrote seemed 
to represent top management and we think 
you are to be complimented for your well- 
developed concept of customer service. 

WILLIAM DALTON, 

Executive Vice-president, 
National Association of Refrigerated 
Warehouses, Inc., American 
Warehousemen’s Association, 
Washington 5, D. C. 


o a Sd 


Tudor Branch 


Sirs: We are always interested and 
continually surprised to see the amazing 
new buildings that are springing up in 
your country for the use of bankers. 

However, as a breakaway from modern 
building, we, in Lloyds Bank Limited, 
recently erected a bank in the small coun- 
try town of Knowle, which is not very far 
from Stratford-upon-Avon. This was “an 
ancient village in the time of Kinge Johne”’ 





BURROUGHS 
CLEARING HOUSE 


Founded 1916 


Editor, HENRY J. BOONE 
Associate Editor, HARRY V. ODLE 





NOVEMBER, 1950 


Volume 35 Number 2 





CONTENTS 


Page 
Farm Mortgage Policy - - 25 
By HOWARD G. DIESSLIN 
A Bank’s “‘Charg-It’’ Plan 
for Merchants - - - - 28 
By C. KENNETH FULLER 
New Decorating Aid Cuts 
Maintenance Cost - - - 30 
By ALVIN J. VOGEL 


Savings Promotion Ideas 


from Sweden - - - - 32 
By ERIK ELINDER 
A Really Safe Deposit Box - 35 
By FRED COPELAND 
Washington Viewpoint - - 37 
_ By N. P. GREGORY 
The Personality Spotlight - 45 


Canadian Banking - - = 65 
By JAMES MONTAGNES 


The Booklet Counter - - 69 


Court Decisions - - - - 71 
By CHARLES R. ROSENBERG, Jr. 





EDITORIAL AND BUSINESS OFFICES: 
DETROIT 32, MICHIGAN 
ADVERTISING OFFICES: 

DETROIT 32, Second and Burroughs Avenues 
Trinity 5-2260 
NEW YORK CITY 3, 219 Fourth Avenue 
Algonquin 4-6350 
CHICAGO 6, 308 West Washington Street 
Financial 6-1331 
FRANK E. QUISH, National Advertising Manager 


Copyrighted, 1950, by 
Burroughs Adding Machine Company 


Mailed monthly at Plymouth, Michigan, Acceptance 
under section 34.64, P. L. & R., authorized 














says Dugdale’s Antiquities of Warwick- 
shire, a book that was written in 1656. 

Here, Lloyds opened a new branch with 
a Tudor facade with carvings in medieval 
style immediately under the fascia. The 
carvings, which may be seen both in the 
photograph of the bank and in the enlarge- 
ments, illustrate, from left to right, mort- 
gages, safe deposit, securities, cash and 
executorship. Inside the office, there is a 
finely paneled counter, wrought-iron can- 
delabra, Cromwellian chairs and a grand- 
father clock dated 1745. 

This is such a change from the usual run 
of banks here and in America that we 
thought the photographs would interest 
your readers. 

T. R. GILBERT, Editor, 

The Dark Horse, 
Lloyds Bank Staff Magazine, 
London, S. E. 1, England 
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TO CANADA 


An Important, Friendly Neighbor! Powerful member of a 
North American alliance against greed, aggression and the suppres- 
sion of individual liberties . . . 


Canada is an important source of such strategic U. S. supplies as 
nickel, asbestos, platinum, lead, zinc, copper, #rantum—and with new 
resources developing in petroleum, iron ore, titanium... 


Canada is a producer of commodities which help maintain the Amer- 
ican standard of living: lumber, wood pulp, newsprint, fish, meat, 
livestock, coarse grains .. . 


Canada, for her part, is the biggest single customer of the U. S. 
—and will become an even bigger customer. For many of the goods 
Canada consumes are not domestically produced, or are not produced 
in quantities sufficient to meet the demand. And Canada is growing. 


This two-way flow of trade is an important factor in maintaining 
volume, employment and profits within the U. S. economy. 


But Canada’s ability tobuy more and more U. S. goods depends upon 

Canada’s ability to se// in the U. S. Wideawake American business men know that. 
And that is why these men look to Canada as a desirable source of supply for 
both raw materials and manufactured goods, as well as an 

ever-expanding market for sales. 


Many leading U. S. banks direct their 


customers to The Canadian Bank when The e 

they need a Canadian banking conne: - 

tion. They realize they can rely on ‘Lhe 

Canadian Bank with 83 years’ experience 

and nearly 600 branches coast to coast— 

to give the constructive, efficient banking of (mmerce 
service and valuable market information 


American business men appreciate. 


HEAD OFFICE: TORONTO 


New York San Francisco Los Angeles Seattle Portland, Ore. 
London, Eng., and The West Indies 
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TREADS IN FINANCE 








What About Regulation V? 


What is the outlook for bank use of 
Regulation V to finance defense produc- 
tion? What changes, if any, would bankers 
like to see in the program in the light of 
World War II experience? 

lo ascertain preliminary views on the 
subject, some experienced lending officers 
were questioned. They report that appli- 
cations for V-loans have been very slow in 
coming in, although the banks began 
receiving inquiries immediately after the 
Federal Reserve Board announced Septem- 
ber 27 as the effective date for the rein- 
stated loan program (see page 38 for fur- 
ther details). 

Time lag seen. It was explained that 
it took a year-and-a-half for the V-loan 
program to get under way in World War II 
and it is not expected that current V-loan 
volume will commence achieving impressive 
proportions in this fractional war until 
next spring at the earliest. 

The only industries considered likely to 
show much immediate interest in these 
loans are the aircraft manufacturers and 
companies going into production of tanks, 
since these are the only ones apparently 
receiving government defense contracts at 
this time. 

The official banking position as reflected 
by spokesmen for the American Bankers 
Association is that whenever possible de- 
fense loans should be made without any 
guarantees, as a matter of policy. More- 
over, individual banks like to avoid obtain- 
ing guarantees for another reason; interest 
on V-loans cannot exceed 5 per cent and the 
guarantee fees which the banks must pay 
can run up to 50 per cent of the interest 
they receive. 

Its advantages. World War II experi- 
ence, however, demonstrated that the 
guarantee feature can in many instances 
be helpful to both banks and borrowers. 

The banks under Regulation V can lend 
to any one single borrower beyond 10 per 
cent of their capital, the limit now imposed 
upon them by the banking laws. The 
importance of removing this restriction 
can be seen from the fact that V-loans tend 
to be very large, often ranging from one to 
five or six million dollars. 

Borrowers, too, can obtain loans much 
larger than would be possible in ordinary 
circumstances. Subcontractors especially 
often seek amounts far in excess of the 
capital invested in their business. 

Lending officers point out that banks 
must satisfy themselves on three points 
befure they will grant defense production 
loans without guarantees: 1. The integrity 
of the borrower. 2. His ability to make the 
article in question. 3. The sufficiency of 
his capital. Actually, the second of these 
points is likely to pose the greatest question 
sinc: a manufacturer may possess the 
know-how to produce in small quantities 
but large-scale production may pose prob- 
lems totally unfamiliar to him. 

V-loan applications in World War II 
agsr-gated a total of more than ten billion 
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Lenders are asking: 


dollars, including some four billion of 
refunding. The largest amount of such 
loans outstanding at any one time was just 
over two billion dollars. 

Improvements desired. Before the new 
V-loan program proceeds very far this 
time, bankers are hopeful that Congress 
will simplify the procedures to be followed 
in granting these loans. 

The previous experience was that war 
contracts were often held up from two to 
three months because the lawyers in 
Washington would wrangle over terms and 
meanings of the law. 

Lending officers would like for Congress, 
first, to authorize the Federal Reserve 
Banks themselves to grant loan approvals 
without having to take the further step of 
obtaining the approval of the federal 
agencies letting out the war contracts. 

Guaranteeing agencies now include the 
Commerce, Interior and Agriculture De- 
partments and General Services Adminis- 
tration as well as the Departments of the 
Army, Navy and Air Force which could 
grant guarantees in World War II. 

Secondly, the bankers would like to see 
the terms of the loan agreements placed in 
the statutes. It was because each of the 
various Washington agencies could follow 
the regulations in its own particular way 
that difficulties were encountered before. 

Statutory delegation of power, it is held, 
would lead to a healthy uniformity of 
practice that would expedite the providing 
of needed funds. 

At any rate, it was the consensus of opin- 
ion among the lending officers surveyed 
that the nation’s banks are prepared to 
go the limit in co-operating with the 





















DEFENSE LOANS 


Announcement 


TEMPORARY 
REGULATIONS 


on 


V-LOANS 


CREDIT POLICY COMMISSION 
AMERICAN BANKERS ASSOCIATION 
12 East 36 Street, New York 





‘‘Will procedures be simplified?” 


government’s V-loan program. 

To provide banks with information on 
the guaranteeing of defense loans, the 
A. B. A. Credit Policy Commission has 
published a booklet titled ““Temporary 
Regulations on V-Loans.” 

The booklet contains provisions of the 
Assignment of Claims Act of 1940 along 
with an explanation of some of them. It 
also discusses the loan procedure to be 
used, and lists the guaranty fees, the inter- 
est rate provision, and commitment fees. 
Two forms prescribed by the A. B. A. to 
be used in loans of this type are also in- 
cluded in the book. 

The Commission predicts that a num- 
ber of changes will be made during the 
next few months, with the view of simplify- 
ing forms and streamlining procedures. It 
indicates that a revised booklet on V-loans 
may be forthcoming at a later date. 
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Bank Service for Industry 


A number of banks have set up Procure- 
ment Information Centers for the dissemi- 
nation of information about government 
contracts, in co-operation with the U. S. 
Department of Commerce field offices. 

Arrangements can be made by banks to 
obtain from the field offices daily synopses 
of proposed procurements issued by the 
military procurement offices and general 
service administration. 

Local industries interested in obtaining 
government contracts are likely to appreci- 
ate this service, since they cannot get on 
the mailing list although they can get the 
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information by visiting the Department of 
Commerce offices. Also available to banks 
is a weekly consolidated synopsis of con- 
tract award data, and this should be very 
helpful to companies seeking subcontract 
work. 

A bank desiring to obtain this service for 
business in its community may have it by 
signing a procurement Information Agree- 
ment at the district Department of Com- 
merce office. Manufacturers who obtain 
contracts through such assistance should 
be excellent loan prospects. 
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Loan Crest Reached ? 


As the accompanying chart shows, busi- 
ness has been borrowing from banks at a 
record clip in recent months. 

For the individual bank the situation is 
typified by The Chase National Bank 
which reported $1,587,141,192 in loans 
outstanding on September 30, the largest 
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Manifestation of business boom 


total on any quarterly reporting date in the 
bank’s history, topping a record that had 
stood since December 31, 1930. 

Factors responsible. What is spurring 
this nationwide rush for bank credit? 
Following are some of the reasons assigned, 
aside from the seasonal factor: 

Rebuilding of stocks depleted by the war 
scare buying surge, accumulations of in- 
ventories because of fears of shortages, the 
higher price of most raw materials and 
finished goods, higher wage costs, the 
movement of farm crops to market instead 
of to government storage bins, and the ex- 
panded rearmament program. 

Run-off foreseen. Most bankers regard 
the increase in business borrowing as a 
manifestation of inflation rather than a 
cause of it. Moreover, many foresee a 
rather sharp run-off after the current up- 
surge hits its peak. For instance, it is 
predicted that a sharp drop may be ex- 
pected in finance company borrowings 
because of the new credit controls. Also, 
loans against raw materials will be repaid 
as the materials are converted into finished 
goods. And, since much business buying 
has been so largely anticipatory, and arma- 
ment orders will not reach large volume 
for several months, The National City 
Bank of New York and other sources cite 
the possibility of at least an interlude ahead 
in the march of inflation. 

With sail-trimming in consumer loan and 
mortgage financing strongly indicated for 
the future, it appears that banks this Fall 


may have reached a crest in their tota] 
lending activities. 


+ . ° 


Controlling Inflation 


One of the most common-sense analyses 
of the problem faced by government ::s it 
tries to fit additional defense requirements 
into an already “tight”? economy comes 
from Canada, in the monthly business 
review of the Bank of Montreal. 

As a solution to its problem, which is 
analogous to that of the United States, the 
Canadian Government has increased cor- 
porate tax rates, imposed various consump- 
tion taxes, deferred public works projects, 
restricted housing and consumer credit, and 
reassumed power to regulate materials and 
production essential to defense. However, 
the bank does not helieve that the anti- 
inflationary impact of the government’s 
program promises to be very great. 

Effect of taxes. Except for a slow-down 
in new capital projects, the bank sees little 
anti-inflationary effects from the higher 
corporate rates. “Indeed, to the extent 
that the higher tax is passed on to the buy- 
ing public, the consequences may be in the 
reverse direction,” says the business re- 
view. 


Nor does the bank feel that consumption | 


taxes will be entirely anti-inflationary. 
Consumers may very well pay more for 
desired items. If they don’t, the govern- 
ment foregoes revenue. And even if a tax- 
induced decline in demand releases mate- 
rials and productive facilities for defense 
program, the review is perplexed ‘“‘to see 
how surplus capacity for making such 
things as candy, soft drinks, jewelry or 
cosmetics could quickly be turned to 
defense account.” 

The bank approves the government’s 
rejection of a panoply of direct controls on 
the grounds that they do not go to the 
root of excessive demand in relation to 
supply. Such controls, it believes, “‘should 
be reserved for a time of crisis when they 
may be expected to command public sup- 
port.” 

Joint responsibility. Probably the 
main point made by the review is that it is 
unrealistic to put the whole problem of 
controlling inflation in the government’s 
lap. “In the face of scare buying, or a 
price spiral kept alive by wage demands 
out-running the rise in living costs, any 
formal array of anti-inflationary defenses 
would be weak indeed,” the bank em- 
phasizes. “In short, the present is above 
all else a time for intelligent co-operation 
and voluntary restraint, and for a sharp- 
ened awareness of the fact that the national 
interest is a partnership—the joint and 
several responsibility of government, bus!- 
ness, organized labor and the public at 
large.” 

+ + + 


Financial Sessions for 
Utility Executives 


Quite a number of banks sponsor meet- 
ings for financial executives at which 
economic trends are discussed.  Fre- 
quently, however, these sessions are rather 
general in nature due to the divergent 
interests of those present. 

Irving Trust Company in New York 
City has recognized the advantage of 
sponsoring a series of meetings for small, 
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"..Ves, Arf, we buy and sell our 
Government bonds through Bankers Trust 
in New York. Because theyhe @ primary 
Cealer all prices are nef- And their 
over-all advice on our account has been 


very helpful...“ 


























































When you buy Governments from Bankers Trust—you deal direct 


As a primary dealer in U. S. Govern- 
ment bonds, notes, certificates, and 
discount bills, we maintain an in- 
ventory of these securities in our 


Trading Department. 


This means that your orders 
placed with us are executed without 
delay—no red tape or outside tele- 
phone calls. Immediate confirmation 
of orders can mean an important 


saving for your bank. 


Moreover, this service is rendered 
t© Our Customers at the lowest pos- 
sible cost—all prices are net. 
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We are glad to work with you on 
your bond account, advise you on the 
arrangement of maturities, and sug- 
gest switches from one issue to an- 
other as market movements provide 
favorable opportunities. 

In addition, our Bond Department 
is a leading dealer in State and Mu- 
nicipal issues. We are prepared to 
answer your questions regarding 


BOND DEPARTMENT 


BANKERS TRUST COMPANY 


NEW YORK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 


this segment of your portfolio. 


For full information on how this 
service can benefit your bank, write 
Bond Department, Bankers Trust 
Company, 16 Wall Street, New York 
15, N.Y. Telephone REctor 2-8900 
when we can be of assistance. Our 
teletype numbers are NY 1-3333 for 
Governments and NY 1-850 for State 
and Municipals. 














INTRODUCING PAOLI 


This month we open our nice, new 
little plant in Paoli. For the bene- 
fit of our western friends who do 
not have a map handy, Paoli is 
located on the Lincoln Highway 
nineteen miles west of Philadel- 
phia. As previously announced, 
this new production unit is to take 
some of the load off our New York 
plant, which is very crowded, and at 
the same time provide, thru decen- 
tralization, a little extra cushion in 
the interest of uninterrupted service. 


It is expected that from Paoli we 
will serve Eastern Pennsylvania and 
Southern New Jersey, as well as 
all other areas to the south. Our 
customers in these areas have been 
or will be notified, and we will 


make the switch as quickly as per- 
sonnel and facilities will permit 
without in any way affecting our 
delivery schedules 


Ralph Kolze, our Paoli manager, 
is straining at the leash, anxious to 
demonstrate to our customers that 
Paoli can match or better the 
performance of any DeLuxe plant, 
while Johnny Lesko, now accus- 
tomed to his new superintendent’s 
stripes, is wearing a broad grin of 
confidence which is becoming and 
heartening. Others behind the 
scenes are completing their assign- 
ments and machinery is moving in 
on schedule, so it looks as though 
the newest DeLuxe production 
unit will get off to a good start. 
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CHECK PRINTERS 


Manufacturing Plants at: 


NEW YORK, PAOLI, CLEVELAND, CHICAGO, KANSAS CITY, ST. PAUL 




















and time taking! 


Pitney-Bowes Mailing Scales weigh fast... have 
a quick acting, high accuracy automatic pendulum 
mechanism...The wide-spaced chart markings are 
easy to read...show exact weight and postage cost 
immediately ...speed up mailing, save squinting and 
costlyerrors...Also available: Special 70 lb. Parcel Post 
model...Call the nearest PB office, or write for booklet! 


= PITNEY-BOWES 
Mailing Scales 


“=~ PITNEY-BOWES, INC., 
3144 Pacific St., Stamford, Conn. 


Originators of the postage meter .. .offices in 93 cities. 


== 

A 
Stop teetering! 
Waiting for a wavering hand on a mail scale to 
stop shilly-shallying and settle down...is annoying 


















homogeneous groups where more det. iled 
and specialized information can be im- 
parted. 

This is the principle followed in the 
bank’s Public Utility Round Table Ses- 
sions for senior financial officers of ele «tric 
and gas operating companies. At each of 
these sessions, 12 to 15 guests will have an 
opportunity to exchange ideas in informal 
intimate discussion with four representa- 
tives of the financial community. 

Panel of experts. An investment banker 
will discuss the attitude of buyers towards 
recent issues; an investment trust execu- 
tive will explore the factors controlling 








Announcing 


a new timely series 


of ONE-DAY ROUND TABLES 





For Utility Financial Executives 














Small, specialized meetings 


security selection in this expanding and 
important market for equities; an institu- 
tional investor will cover the present atti- 
tude of insurance companies, trust funds, 
savings banks and _ similar institutions 
towards utility senior securities, and their 
standards for coverage, sinking funds, 
depreciation policy, mortgage safeguards. 
etc.; and an economist in a down-to-earth 
discussion will appraise current trends in 
business and interest rates. 

The one-meetings started in October and 
are scheduled monthly through to next 
June, so more than 250 utility officials are 
being given an opportunity to attend one 
of the sessions. The program is under the 
leadership of Tom P. Walker, vice-presi- 
dent in charge of Irving’s public utilities 
department. 

+ . . 


Private Placement Loans 


American industrial firms last year bor- 
rowed more than $2,200,000,000 through 
private placement financing, according to 
a study published by E. V. Hale & Com- 
pany, industrial private placement financ- 
ing specialists. 

The study involved examination of the 
investment portfolios in 170 leading life 
insurance companies and other institutions. 
A total of 462 loans are covered, including 
346 loans to industrial corporations, 58 
loans to finance companies and 16 loans to 
pipe line companies. 

The Hale book, “A Study of Industrial 
Private Placement Loans—1949,”’ lists 
loans ranging from $25,000 to $75,000,000, 
and it is estimated that they comprise 
more than 95 per cent of all such loans made 
during the year. About four of eaci five 
loans recorded were unsecured, the balance 
being backed by mortgages or other secu- 
rity. 

Of the total number of loans, 27 per cent 
were for principal amounts of less ‘han 
$100,000; more than half the loans and 
30 per cent of the dollar volume were al 
interest rates of from 3 to 4 per cent and 
72 per cent of the loans and 42 per ct of 
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ihe dollar volume were for terms ranging 
irom: 10 to 15 years. 

Expansion, modernization or improve- 
ment of facilities was given as the purpose 
in 4) per cent of the loans, while 36 per cent 
were made for the purpose of repaying 
pank loans. An additional 14 per cent of 
ihe loans were made to provide working 
capital for the borrowing corporations. 
The study reveals that small as well as 
large insurance companies participated in 
this type of financing. 


o ° 


|Home Financing Outlook 


Despite the controls on home financing, 
particularly construction loans, just an- 
nounced by the Federal Government, 
jlenty of opportunities remain for sound 
lending by savings and loan associations, 
according to William K. Divers, chairman 
of the Home Loan Bank Board, Washing- 
ton, D. C. 

“While the construction of homes and 
the volume of financing of new structures 
will be cut back, there will be a continued 
demand for credit for the purpose of buying 
existing dwellings and for refinancing pres- 
ent mortgages,’’ Mr. Divers asserted. 

FNMA source. As another investment 
for funds of savings and loan associations, 
he recommended the mortgages-for-sale 
held by the government-owned Federal 
National Mortgage Association, which 
totaled about $1,100,000,000 at the end of 
last August. 

“Like other lenders, savings associations 
also can participate in the financing of 
homes represented by outstanding commit- 
ments of FNMA to purchase new mort- 
gages, made before the shut-down on such 
agreements last spring,” he said. ‘““These 
amount to nearly 900 million dollars.” 

Mr. Divers urged that savings associ- 
ations step up their drives for increased 
savings from the public, both to assure 
sufficient lending funds and to aid in the 
battle against inflation through drawing 
off people’s surplus cash from the retail 
markets. 

+ + . 


For “Ineentive State”’ 


Nationwide action supporting what they 
tall the “Incentive State’? as opposed to 
the ““Hand-Out State” is being organized 
by a group of young men who became 
presidents of large companies before reach- 
ing the age of 38. 

The group, tentatively named ‘‘Young 
Presidents’ Organization,” held its first 
tational forum last month in New York 
City. Ray Hickok, 32, chairman of the 
ganizing committee, is president of the 
Hickok Manufacturing Company, Roches- 
ler, New York. 

Freedom of advancement. ‘Because 
f our age, most of us assumed responsibili- 
les as head of companies either about the 
‘ame time, or shortly after, important 
thanges were made in our national econ- 
omy following the depression,” Mr. Hickok 
said. 

“Ove idea, however, we have firmly 
xed .1 our minds, namely that we must 
light i» preserve the ‘Incentive State,’ pro- 
vided by a government that permits the 
‘teedoin of individual advancement by per- 
‘onal ability.” 
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Cars keep rolling off line 
when parts “fly” to the job 




















Increased production at a West Coast assembly line caused a parts shortage. 
Shipment in transit was located at St. Louis in late afternoon and Air Expressed 
to coast. Delivered 5 A.M. next morning. Speed like this keeps production rolling, 
lets you meet every delivery date. Shipping charge for 50-lb. carton: $24.56. 


You get door-to-door service induded 
in the low rate. This makes the world’s 
fastest transportation method conven- 
ient and easy to use. Specify it regularly 
to keep customer service high—and 
high-cost inventories low. 





Shipments go on all Scheduled Airline 
flights. Speeds up to 5 miles a minute— 
dependable service, experienced han- 
dling. For fastest shipping action, phone 
Air Express Division, Railway Express 
Agency. (Many low commodity rates 
in effect. Investigate.) 





Air Express gives you all these advantages: 


World’s fastest transportation method. 

Special door-to-door service at no extra cost. 

One-carrier responsibility all the way. 

1150 cities served direct by air; air-rail to 22,000 off-airline points. 
Experienced Air Express has handled over 25 million shipments. 


Rates include pick-up and delivery door 
to door in all principal towns and cities 





GETS THERE FIRST tea, 


A service of 
Railway Express Agency and the 
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M*™ of our correspondent the opportunity to work with you. 
banks have found that this rela- You have at your disposal all of 
tionship adds experienced men and our experience and facilities. 


women and extensive facilities and re- " r 
Your Chicago Correspondent 


sources to their own organizations. ' aus 
is a booklet outlining the many 
When a problem arises—yours _ things we can do for you. We'll be 


or your customer’s—we welcome _ glad to send you a copy. 


Continental Illinois National Bank 
and Trust Company of Chicago 


LOCK BOX H, CHICAGO 90, ILLINOIS 


Member Federal Deposit Insurance Corporation 
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BANKING NEWS 








FPRA°’s Idea Swapfest 


‘Making Firmer Friends for Our Banks” 
was the keynote theme of the 35th annual 
convention of the Financial Public Rela- 
tions Association, which drew a record 
contingent of about 750 members to Boston 
to swap ideas on how to accomplish that 
laudable objective. There was consider- 
able emphasis on “salesmanship” as an 
indicated answer to the problem. 

Thus the four morning school sessions 
were devoted to personal salesmanship, the 
planned selling of financial services with 
the basic idea of enlarging the circle of 
firm friends for banking. Ably conducting 
the “School of Salesmanship” was Vincent 
B. Coffin, vice-president, Connecticut Mu- 
tual‘ Life Insurance Company, Hartford. 
He gave added interest to his presentation 
of tested sales principles by outlining the 
hypothetical case of Joe Green, a trust 
officer of skill and experience who learned 


} to get from behind his desk and utilize his 


wealth of knowledge effectively in the 
direct selling of trust services. The ex- 
ample was, of course, applicable to other 
phases of banking as well. 

A plus yield. Bank advertising, or 
“salesmanship in print,” was the theme of 
a general session address by Lou Townsend, 
vice-president of Bank of America, San 
Francisco. Here, too, was stressed the 
underlying objective of building enduring 
friendships. Mr. Townsend cited numer- 
ous examples to illustrate how his institu- 
tion teams up advertising and public rela- 
tions to yield a “‘plus’”’ value; for instance, 
its statistical brochures on California’s 
economy and industry, and its farm adver- 
tising campaign which consistently stresses 
the human side of the bank. 

“Every advertisement released affects 
our public relations,” Mr. Townsend as- 
serted. Beyond the standard questions 
asked about each piece of new copy, as to 
attention, interest, desire and action, it 
was proposed that to prepare ads that yield 
plus values in public relations the following 
new questions must be added: 1. Does it 
properly represent the policies of your 
bank? 2. Does it build good will for your 
bank by offering a service that will aid the 
prospect? 3. Does it create a feeling of 
friendliness toward your bank? 4. Will it 
favorably impress your own staff? “Any 
advertisement that will stand this test 
becomes more than a selling message and 
certainly will enhance your bank’s public 
telations,’” Mr. Townsend declared. 

_The speaker at the second general ses- 
sion emphasized ways and means of im- 
Proving human relations in banking. He 
was Dr. Murray Banks, New York City 
Psychologist, newspaper writer and lec- 
turer 

Fifty-nine sessions. | However, the 
FPR \ gathering was primarily a participa- 
lion «vent for the delegates rather than an 
occasion for listening to prepared speeches. 
During the four day meeting there were a 
total of 59 separate sessions totaling 85 
hours of discussion, largely in the form of 
smaller departmentals and clinics. The 
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Left to right: L. L. MATTHEWS, WILLIAM B. HALL, HUGH J. BERNARD, 
S. H. CHELSTED, WILLIAM O. HEATH, and PRESTON REED 


New-elected FPRA officers exchange congratulations at 35th 
annual convention 


idea swapfests covered commercial develop- 
ment, consumer credit, savings and mort- 
gages, staff relations, trust development, 
newspaper advertising, employee training, 
customer relations, direct mail, radio, tele- 
vision, publicity, unusual services, com- 
munity relations, letter writing, window 
display, house magazines and staff notices, 
school programs, sales programs, and open 
house and anniversary events. 

It was not all work, however. Probably 
longest to remain in the memory of most 
delegates will be the sight-seeing tour and 
clambake sponsored by the Financial 
Advertisers Association of New England. 
Some 15 bus loads of delegates were trans- 
ported up the famous Cape Ann Trail to 
Gloucester and slightly beyond, for a shore 
repast including barrels of lobsters and 
clams and bushels of sweet corn. 

New officers. Named president of the 
association for the coming year is Hugh J. 
Bernard, vice-president, The Second Na- 
tional Bank of Houston (Texas). First 
vice-president is S. H. Chelsted, vice- 
president, Peoples First National Bank and 
Trust Company, Pittsburgh. William B. 
Hall, vice-president, The Detroit Bank, is 
second vice-president. L. L. Matthews, 
president, American Trust Company, South 
Bend, Indiana, is third vice-president. The 
new treasurer is William O. Heath, vice- 
president, Harris Trust and Savings Bank, 
Chicago. And, of course, continuing as 
executive vice-president of the association 
is the able ‘‘Pres’’ Reed. 


Sd ¢ A 


Mortgage Viewpoints 


The prospect of additional curbs on 
real estate credit.and building cutbacks, 
other than the anti-inflationary measures 
adopted by the government in mid-July, 


served to draw a record number of dele- 
gates at the Mortgage Bankers Association 
convention held recently in Detroit, Michi- 
gan. Approximately 2,000 delegates heard 
government officials, federal administra- 
tors, and members of their own association 
predict that the anticipated ‘Regulation 
X,” then being drafted to restrict financing 
of homes started after August 3, would 
reduce housing starts in 1951 by as much 
as 30 per cent. The mortgage bankers 
indicated they realized some curbs were 
necessary to prevent inflation and conserve 
material for the military effort, but hoped 
that the cutbacks would not be too harsh. 

Applauds curbs. At the opening session 
of the association’s 37th annual conven- 
tion, R. O. Deming, outgoing president of 
the association, and president of The 
Deming Investment Company, Oswego, 
Kansas, applauded the government’s recent 
credit curbs. 

“The easy credit days of the recent past 
are over,” said Mr. Deming, ‘‘and lenders 
on real estate must loan more conserva- 
tively than before to assist the govern- 
ment’s effort to curb inflationary tendencies 
in the nation’s economy.” 

However, Thomas P. Coogan, president 
of the National Association of Home 
Builders, declared that the government, in 
its desire to curtail inflation, may be about 
to make housing the “scapegoat” of the 
emergency, and may create a most serious 
deflationary spiral in the nation’s economy. 

Regulation ‘‘X”’ panel. Although pro- 
visions of the anticipated Regulation “‘X”’ 
were not revealed at a panel discussion by 
top government policy leaders, Raymond 
M. Foley, administrator of the Housing 
and Home Finance Agency, reviewed pres- 
ent restrictions and estimated that 1951 
building would drop from the present 
record rate of 1,300,000 starts to the 1949 
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“Many Companies in Your Area 


Need More Working Capital* Today... 


You Will Profit By Making Sound Loans, 
Using St. Louis Terminal Field Warehousing” 


Industrial activity of all kinds is on the increase. That 
means many more opportunities for sound, profitable loans 
through St. Louis Terminal Field Warehousing Service. 


You now have a great opportunity to give your customers 
financial assistance by turning marketable inventories into 
liquid assets. 






*For plant expansion, 
increased inventory, 

larger payrells—to meet 
greater production demands 
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level of 1,037,000 housing units or be!ow, 

Charles T. Fisher, Jr., president o! the 
National Bank of Detroit and newly- 
appointed administrator of the Office of 
Real Estate Credit, Federal Reserve Sys- 
tem, said the principal purpose of the 
restrictions would be to fight inflation and 
free materials and manpower for the war 
production drive. 

T. B. King, director, Loan Guaranty 
Service, Veterans Administration, pointed 
out that although veterans also would con- 
tribute their share of sacrifice in the defense 
economy by foregoing some of the «: 
credit now available, they still weuld con- 
tinue to enjoy a preferential position with 
regard to down payments, interest rate, 
and possibly, maturity terms. 

Franklin D. Richards, FHA Commis- 
sioner, said that the government did not 
contemplate excessively severe credit re- 
strictions, desiring to hold to a relatively 
high level of production. Panel leader was 
W. A. Clarke, president, W. A. Clarke 
Mortgage Company, Philadelphia. 

Symposium. Another session featured 
a symposium on the “Barometer Reading 
of the Nation’s Economy.” From an 
institutional investor’s viewpoint, Sherwin 
C. Badger, vice-president and _ financial 
secretary, New England Mutual Life Insur-, 
ance Company, Boston, Massachusetts, 
stated that inflation cannot be controlled 
if we deprive our central banking system, 
the Federal Reserve, of its power to curb 
expansion of the supply of money by allow- 
ing interest rates to rise. 

Speaking from a world viewpoint, Enos 
Curtin, deputy to the assistant administra- 
tor for operations of the Economic Co- 
operation Administration, cautioned that 
the basic problem faced by the United 
States and Europe is ensuring an adequate 
defense without undermining the economic 
strength which is fundamental to that 
defense. 

The idea of slowing down real estate is 
an encouraging factor, according to James 
C. Downs, Jr., president, Real Estate 
Corporation, Chicago, speaking from the 
real estate viewpoint. He sees a stability 
of housing and real estate prices not antici- 
pated six months ago. 

Speaking generally on the economi 
problems confronting the United States. 
Leon H. Keyserling, chairman of the 
President’s Council of Economic Advisers. 
Washington, D. C., told the group thal 
they must concentrate on “‘the long hard 
pull” to develop “our country’s greates! 
non-secret weapon, the power to pro- 
duce.” He predicted a tremendous infla- 
tionary pressure next year based on the 
step-up of military and economic demands 
on top of an already record production 
program. 

Government participation. Another 
highlight was the debate between Senator 
John Sparkman of Alabama, and Rodney 
M. Lockwood, immediate past president 
of the National Association of Home 
Builders, Detroit, on ““The Role of Govern 
ment and Private Enterprise in [*uture 
Housing.” 

Mr. Lockwood maintained that it is the 
career men in collectivism and not the 
American people who are clamoring {0 
new proposals and panaceas in housing: 
He indicated that many federal agencies 
were socialistic in nature. 

Senator Sparkman disclaimed Mr Lock- 
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wood’s call for less government aid by ask- 
ins if the delegates thought the authors of 
the Federal Reserve System, Federal 
National Mortgage Association, or the 
H»me Loan Corporation were socialists. 

‘You enjoy federally-guaranteed loans 
and the use of the secondary mortgage 
market provided by FNMA,” he pointed 
out, “yet you oppose federal housing and 
continue to call for reduced federal expendi- 
tures.” He said the builders and mortgage 
firms must shoulder more responsibilities 
if they would force government out of the 
housing field. 

Arthur J. Fushman, vice-president, The 
Manufacturers National Bank of Detroit, 
speaking on credit, ventured the hope that 
FNMA would not again become a primary 
market wherein the government on one 
hand insures the mortgage and on the 
other hand becomes the immediate pur- 
chaser. A return to that policy, he added, 
would only add more fully to the inflation- 
ary period on which we are already em- 
barked. 

The newly-elected president of the 
association is Milton T. MacDonald, vice- 











R. O. DEMING M. T. MacDONALD 


Banker assumes MBA helm 


president of the Trust Company of New 
Jersey, Jersey City. Aubrey M. Costa, 
president of the Southern Trust and Mort- 
gage Company, Dallas, was elected vice- 
president. 

A supplementary program, the Mortgage 
Loan Servicing Center, ran concurrently 
during the three-day convention, with ses- 
sions devoted to internal office problems of 
mortgage operations. 

The next annual convention will be held 
at the Mark Hopkins and Fairmont Hotels 
in San Francisco, September 12-14, 1951. 
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Financing National Defense 


Financing the nation’s defense program 
will be the subject of most of the discus- 
sions at the Third National Credit Con- 
lerence sponsored by the Credit Policy 
Commission of the American Bankers 
Association at the LaSalle Hotel, Chicago, 
lllincis, December 14-16. 

“The reimposition of Regulation V has 
‘reat-d new problems for bankers who will 
€ called upon to finance production and 
plant expansion under the speeded-up 
(efen-e program,” said Kenton R. Cra- 
Yens, chairman of the commission and 


Nover::ber, 1950 














->e STRAIGHT AS AN ARROW 
TO ANY SPOT IN CALIFORNIA 
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vice-president of the Mercantile-Commerce 
Bank & Trust Company, St. Louis, Mis- 
souri. “In addition to government restric- 
tions, the necessary financing must be 
supplied in the face of a growing danger of 
inflation.” 

Mr. Cravens added that the purpose of 
the National Credit Conference was to 
provide an opportunity to study present 
bank policy in the light of world affairs, so 
that banks might properly channel credit 
into productive purposes only. 


e * ° 


Civie Series 


Booklets praising the activities of specific 
groups of citizens devoting their time and 
energy to cultural activities are, being pub- 
lished by the First National Bank in 
Albuquerque (New Mexico), under the 
title, ““Our Home Town Series.” 

The nature of the bank’s program is 
evident from some of the subjects of the 
booklet series, such as “Hospitals in 
Albuquerque,” “The Albuquerque Civic 
Symphony Orchestra,” and “Art and 
Artists of Albuquerque.” 

The booklets represent a current, com- 
prehensive summary of programs which 
round out the cultural life in Albuquerque. 
Each includes a brief history of the activity 
discussed and gives the names of the 
individuals who have played or are playing 
leading roles in making the project of value 
to the community. 

Renders a service. ‘“‘We feel that these 
booklets are particularly functional in a 
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Bank cites civic programs in booklet series 


city that has acquired 50,000 new residents 
in the past ten years,” said Cale W. Carson, 
First National’s president. ‘Thousands 
of them came to work at government instal- 
lations where a high degree of education 
and technical skill are requisite. Our pur- 
pose is to help them know the city better 
and give them something factual to send 
to their friends and relatives back home.” 
Mr. Carson believes that the booklets 
render a service in encouraging the non- 
commercialized phase of community build- 
ing, and that in doing so the bank accentu- 
ates the fact that it is itself a service 
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institution in Albuquerque. 

The pocket-sized, 16-page booklets, 
handsomely illustrated with photographs 
and drawings, are published monthly, and 
initially are distributed to those persons 
and organizations most vitally concerned 
with the particular field of civic endeavor 
publicized. Following this, additional 
booklets are made available to the chamber 
of commerce, and to bank customers on 
request. Valuable publicity has _ been 
given to the project by local newspapers 
and radio stations, and it is believed that 
as recognition of the booklet series spreads, 
additional reprints will be requested. 


* 


Stop Payment Plan 


The practice at the Philadelphia Na- 
tional Bank, Philadelphia, Pennsylvania, 
had been to refer every stop payment 
order to all tellers just in case the checks 
were presented at a window after payment 
had been stopped. In addition, book- 
keepers had to watch the stop payment 
list for the names that appeared on their 
account books. 

After observing the types of checks on 
which payment was stopped over a period 
of time, it was discovered that many of 
the checks were made payable to corpora- 
tions rather than to individuals. 

Since tellers were not allowed to pay out 
cash for checks made payable to corpora- 
tions, one of the employees suggested that 
stop payments be referred to tellers only 
when the payee is an individual who might 
come to a teller’s window to get the cash. 

This suggestion has since been adopted, 
and it is a much simpler matter to 
avoid paying checks because each teller 
has a comparatively small number of stop 
payments to remember. The bookkeeping 
department, of course, must have a com- 
plete list of all stop payments and must 
refuse any check on which payment has 
been stopped, or call the maker of the check 
before entering it against his account. All 
checks presented for certification or by 
payment in cashier’s check form are re- 
ferred to determine if a stop payment order 
has been lodged against the payment. 

As a result of the new method, the bank 
has saved approximately 20 per cent of the 
time involved in phoning stop payment 
orders to the various branch offices, «nd 
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has eliminated a great many unnecessary 
notations on the tellers’ stop payment 
sheets. The reduction of this special work 
enables tellers to handle customers more 
rapidly, and there is very little likelihood 
of a stop payment being overlooked. 


« ° o 


Term Loan Treatise 


A practical new manual of term loan 
procedure has been published under the 
title of “Term Loans,” by Herbert V. 
Prochnow, vice-president, First National 
Bank of Chicago. 

This authoritative volume can be used 
as a working tool for commercial loan 
officers. It discusses how banks seek term 
loans, how they safeguard and liquidate 
them, how and why this type of credit is 
rapidly filling the gap left by the declining 
volume of short-term credits, the differential 
in yield, and how an amortization policy 
adds to the desirability of term loans as a 
bank-earning asset. 

Actual term loan cases from leading 
banks have been broken down into patterns 
for purposes of comparison to illustrate the 
techniques banks have developed in grant- 
ing term loans under widely varying condi- 
tions and in different types of industries. 

In addition, there are also special sec- 
tions like “Some Legal Aspects of Term 
Loans” by John W. Kearns, counsel, First 
National Bank of Chicago, and “‘Insurance 
Company Term Loan Practices,’’ by Boyd 
N. Everett, vice-president and treasurer, 
Continental Assurance Company, Chicago. 

The book is available through Prentice- 
Hall, Incorporated, 70 Fifth Avenue, New 
York 11, New York, at $7.50 a copy. 


o Sf 


Savings Bank Supplement 


One of the principal objectives of the 
savings banks of New York State is to 
make as many people as possible thrift 
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Special edition on thrift 


conscious and savings bank minded, and 
this is seen as being particularly desirable 
under the country’s inflationary return to 
at least a partial wartime economy. 

With this in mind, the Savings Banks 
Asso: iation of the State of New York 


November, 1950 
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Condensed Statement of Condition, September 30, 1950 


RESOURCES 





Cash on Hand, in Federal Reserve Bank, and 


Due from Banks and Bankers . 
U. S. Government Obligations . . 
Loans and Bills Purchased . . . 
Public Securities . . . .. . 
Stock of Federal Reserve Bank . 
Other Securities and Obligations . 
Credits Granted on Acceptances . 


Accrued Interest and Accounts 
Receivable 2. .« « « «+ © 


Real Estate Bonds and Mortgages . 


Items in Transit with Foreign 
Branches oe Se. Se er oe 


- $ 589,402,961.78 





Bank Premises i we ay ee he. a8 


Other Real Estate. . . ... 


Total Resources. 


2 ee « 993,379,420.24 

‘ee ee oe 992,078,627.15 
$103,051,470.12 
9,000,000.00 
19,806,636.41 
11,984,803.23 
7,921,412.96 
17,377,908.03 
612,660.16 

169,754,890.91 

a 5,046,45 1.52 

¢ “<< e" eos 16,777.40 























. © «© e« + $2,749,679,129.00 
LIABILITIES 
Capital . . . « « « « « « $100,000,000.00 
Surplus Fund . . . . .« « « 200,000,000.00 
Undivided Profits. . . . © »« %5,111,115.77 
Total Capital Funds . .. . « « « « § S@5S,215,115.77 
Deposits a ee ee | 
Foreign Funds Borrowed . . . . © © « -« 225,000.00 
Acceptances . . .. . . © $ 17,781,541.85 
Less: Own Acceptances Held for 
Pavestmemt .-. 3. + « & 4,063,537.29 
$ 13,718,004.56 
Dividend Payable October 16, 1950 3,000,000.00 
Accounts Payable, Reserve for 
Expenses, Taxes, ete... . . . 45,514,874.86 
—- 62,232,879.42 


Total Liabilities . 


+ + + « + $2,749,679,129.00 


Securities carried at $120,082,242.15 in the above Statement are pledged to qualify for 
fiduciary powers, to secure public moneys as required by law, and for other purposes. 








J. LUTHER CLEVELAND 


Chairman of the Board 


WILLIAM L. KLEITZ 
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DIRECTORS 


GEORGE G. ALLEN Chairman of the Board, 
Duke Power Company 
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American Cyanamid Company 
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The Columbia Gas System, Ine. 
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The Pennsylvania Railroad Company 
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recently sponsored a New York ‘Times 
Supplement that was an impressive ex- 
ample of a banking group public relations 
project. 

The supplement enables the banks to 
get their story before the 1,100,000 Times’ 
subscribers in an interesting, narrative 
form as part of the Times’ regular Sunday 


fee 





Based on a Policy 
of Cooperation 
—not Competition 
Under the direction of officials with 
years of service in this field, assur- 


ing a knowledge of requirements 
and valuable assistance. 


COMPANY OF 


Established 1908 


MAIN OFFICE: 37 _ + 
; ou 
ber: New York Cleat posit 


iation, Fe 
Assiesarance Corporation 




















STP Oar. ern ae ae 9 


Good will exhibits promote sales for local craftsmen in Santa Fe 


edition. The Savings Banks Association, 
through its co-operative promotional fund, 
utilized six pages of the supplement for 
editorial material and cartoons. The bal- 
ance of the issue is made up of individual 
savings bank advertising. 

Timely themes. The theme of the 
supplement is established on the front 
cover with a picture of a youngster, his 
piggy bank, and a savings bank passbook. 
The lead article, “Has the Piggy Bank 
Gone for Good?’ under an illustration of 
a collection of old mechanical banks, dis- 
cusses why people want to save, and why 
in a state with 14,700,000 population, 
there are 7,500,000 depositors in the savings 
banks. 

Another article reports on the ‘900,000 
Junior Capitalists’ who have accumulated 
an aggregate sum of $29,000,000 through 
school savings. ‘“‘Where Is Your Dollar 
Going?” points out the effects of inflation, 
waste in government, and taxes on the 
average individual’s purchasing power. 

Still other stories discuss bankers’ hours, 
the banks’ free film program, savings bonds, 
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1862 - 1950 
88 Years in Latin America 


Szxty branches in twelve South and 


Central American Republics and 
Nine branches in England, France, Por- 
tugal and Spain are at your service. 


Complete International 
Banking Service 


Limited 


HEAD OFFICE: London, England 
New York Agency: 34 Wall Street 





life insurance, and various savings bank 
services in terms of what they mean to the 
individual. 

Reprints of the supplement may be 
obtained by writing to Edward B. Sturges, 
2nd, 60 East 42nd Street, New York 17, 
New York. 


Handicraft Displays 


Entertaining tourists and selling them 
handcraft products are leading industries 
in the nation’s oldest city among the stale 
capitals, Santa Fe, New Mexico. For more 
than two years the First National Bank of 
Santa Fe has been publicizing local crafts- 
men through exhibits of their products in a 
large display window, with excellent results 
in good will. 

W. A. Wasson, vice-president and trust 
officer of the bank, has received many 
evidences that the windows actually sell 
goods for the craft producers, most of 
whom are too small to afford promotion 
campaigns of their own. Exhibits often 
tie in with current events and _ historic 
dates. The window, which is changed 
twice a month, is prepared by the bank’s 
advertising agency. 

The window shown in the picture (above) 
displays some of the old hand-carved 
“Santos,” a type of carving which flour- 
ished in New Mexico 100 years ago. It is 
said to be the only indigenous American 
religious art form. The ‘‘Santos”’ illustrate 
Catholic religious history and figures. 


2 e 


“Partners In Progress” 


The history of The Bank of California 
N. A., titled “Partners In Progress,” has 
been published for The Newcomen Society 
in North America by Princeton University 
Press. The 76-page paper-covered book 
gives a history of the bank during the 85- 
year period from 1864 to 1950, telling the 
story of the beginnings and growth of one 
of America’s outstanding financial instiiu- 
tions, as well as tracing the economic «nd 
social progress of San Francisco and !\ie 
Pacific Coast. 

The original text was written by ‘he 
Californian historian, Oscar Lewis, w!:!se 
manuscript was reviewed by James J.- 
Hunter, retired president of the bank al 
the “1950 Pacific Coast dinner” of 
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Newcomen Society of England, held in 
honor of Mr. Hunter. 

The Newcomen Society of England 
perpetuates the life and work of Thomas 
Newcomen, British pioneer and one of the 
founders of the industrial revolution. The 
objective of this honorary society is to 
increase appreciation of British-American 
traditions and ideals in the arts and 
sciences, those factors contributing to the 
progress of mankind. Throughout the 
years The Newcomen Society in North 
America has honored numerous banking 
and financial institutions and corporate 
fiduciaries in the United States and Canada. 

Copies of “‘Partners in Progress” have 
been mailed by The Bank of California 
N. A. to its friends, banking correspondents 
and foreign trade connections through its 
public relations department. 


¢ o @ 


Push-button Communication 


Speed and efficiency has reached a new 
high in the main office bookkeeping depart- 
ment of the Seattle-First National Bank, 
Seattle, Washington, with the installation 
of a new inter-office telephone system, 
according to Ray Boutin, department man- 
ager. 

Each teller and bookkeeper in the main 
office of this large northwest bank is 
equipped with an automatic, push-button 
telephone set which enables a number of 
staff members to converse with each other 
at the same time. The tellers are connected 
alphabetically with each and every book- 
keeper, enabling contact to be made within 
three seconds, and approvals are often 
obtained in less than fifteen seconds. 

Outside toll charges have been cut con- 
siderably by reducing the time necessary 





RAY BOUTIN, department manager 


A new intercom system 


to obtain information requested by cus- 
toiners, clients, and affiliates. It makes 
return calls unnecessary, prevents cut-offs, 
an:! relieves the switchboard personnel of 
the necessity of handling inter-office calls 
wiih their attendant delays. 

1 addition to the main office, Seattle- 
First has purchased several additional 
insiallations for their various branches 
throughout Washington. 


No.ember, 1950 








First in 
CANADA’S 


OIL 
FIELDS 


The Royal Bank of Canada can answer your 





customers’ questions about Western Canada’s 
fabulous oil development whether they 
seek sound advice on establishing connections 
in Canada or other information relating 


to the oil business. 


The Royal Bank has had branches in 
Canada’s oil fields since the earliest days. 
Our branch in Turner Valley was opened in 


1928 — in Leduc, we opened just one day 





after the first producing well was completed— 
in Devon and Redwater, our branches 
opened as development expanded. So closely 
identified has this bank become with 
Canada’s oil development that it has become 


known as Canada’s “Oil” bank. 





Now available ...''Canada’s Oil’’, a new brochure 
containing basic information for all oil men. 





If you have any interest in Canada’s oil fields, address your enquiry to: 
E. B. Durham, Supervisor The Royal Bank of Canada, Calgary, Alberta 


We do not provide information on oil securities 


THE ROYAL BANK 


OF CANADA 


57 branches in Alberta, the "oil" province. Over 740 branches in Canada, the West Indies, 
Central and South America. New York, London, and Paris. Head Office, Montreal. 


Canada's "Ok" Bank ASSETS EXCEED $2,334,000,000 

















Seventh Avenue office, The New York Trust Company 





Hampden Savings Bank, Springfield, Massachusetts 














Bank Building and Equipment Corporation of America 


Wyoming National Bank, Casper, Wyoming 


























Citizens National Bank, Lubbock, Texas 





Peoples Bank, Westville, Oklahoma 


Some noteworthy examples of new and remodeled bank lobbies 


Bank Quarters 


Customer comfort and employee effi- 
ciency continue to be the dominant 
theme in bank building and modernization 
throughout the country. Architectural’ 
beauty has not suffered in the least, how- 
ever, as is readily illustrated in the accom- 
panying pictures. 

The two-story, semi-modern colonial 
structure of the Hampden Savings Bank, 
Springfield, Massachusetts, stresses a spa- 
cious lobby, low counters with separate 
tellers’ compartments, and an officers’ area 
easily accessible to the customer. The 
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banking room is equipped with fluorescent 
lighting throughout. 

The lower floor contains lounging rooms 
for men and women, a kitchenette, the 
bookkeeping room, spacious coupon rooms, 
the vault and safe deposit department. 


4 


A critical shortage of space prompted 
the Citizens National Bank, Lubbock, 
Texas, to move to newly-remodeled quar- 
ters where four times as much floor space 
was available. In addition, three parking 
areas adjacent to the bank were purchased 
for the use of customers and employees, 


with two electrically-operated auto teller 
units installed for servicing the mobile 
customer. 

Desks, tellers’ counters and fixtures are 
of soft-toned oak, the walls have been 
redecorated in pastel colors, and the buiid- 
ing has been completely air conditioned. 
The bookkeeping room is adjacent to the 
tellers’ cages for speedier operation, and 
the directors’ room, officers’ lunch room 
and employees’ lounge are on the mezzani:e. 
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With the remodeling of the Peoples Bank, 
Westville, Oklahoma, ceilings were lowered 
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to 10 feet with acoustical blocking, walls 
were redecorated in green, lemon and rust 
colors, and the floors were covered with 
asphalt tile and linoleum. 

Low-styled tellers’ counters were in- 
stalled with aluminum grille gates, and the 
woodwork was refinished in its natural 
color. Adequate illumination is received 
from nine fluorescent egg crate fixtures. 
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The Wyoming National Bank in Casper, 





ECURITY- FIRST 
NATIONAL BANK 


OF LOS ANGELES 











en°e 
Wyoming, paid particular interest to the Statement of Condition 
comforts of customers and bank personnel 
when the bank modernized its quarters September 30, 1950 
recently. 
The building has been completely air RESOURCES 
conditioned, and soundproof material in Cash and Due from Banks.......... $ 278,954,596.59 
the ceiling maintains a minimum noise U. S. Government 
level for transacting business and for Securities ........ $949,874,205.08 
general bank operation. State and Municipal 
SCCUrHES. 22.5... 49,334,948.29 
+ Other Bonds and 
a a SOCULINIES: 6..c cess 15,300,368.71 1,014,509,522.08 
New York Trust Company, New York Loans and Discounts............... 400,511,460.54 
City, consists of a main banking floor, | Earned Interest Receivable TORR ee 5,211,258.37 
mezzanine and lower floor. The banking barns 9 3 Lianiliny ender Acceptances 3.435,392.68 
room walls are paneled in wood, and rib- Bank Premises ..........+0+00000. 4,141,450.46 
bons of fluorescent, flush-ceiling lighting ES Ss vnccivenadieemame’ 453,751.82 
provide excellent illumination. tidak ie Kanda nephron 104,047.65 
e EM a cad ohr oie 'o ins ajeie Stem $1,707,321,480.19 
Attracting considerable customer com- LIABILITIES 
ment at the new modern offices of the Capital ............ $ 30,000,000.00 
Hartford branch of the Hartford-Connect- Surplus ........... 30,000,000.00 


icut Trust Company is the low tellers’ coun- 
ter designed with the sloping die front to 


Undivided Profits . 30,000,000.00 $ 90,000,000.00 
Reserves for Contingencies, Interest, 











provide ample leg room for customers. pe eee 22,488,503.11 
Ribbons of flush-type lighting fixtures Interest Collected—Unearned ........ 3,538,423.40 
have been installed in soundproofed ceil- Acceptances and Letters of Credit 

ings, providing maximum illumination and Liability ....- 0. ee eee eee e eee 3,469,150.78 

is taidietes at Gunend ann Other Liabilities CS ee ee 144,391.08 
hy Deposits—Time ..... $614,173,908.64 

oe * * Hut —Demand .. 973,507,103.18 _1,587,681,011.82 

anh WE, iscvsvtesascoreee, $1,707,321,480.19 


Community Testimonial 


For community service performed 
through a public education program in the 
fields of crime and fire prevention, the 
Springfield National Bank, Springfield, 
Massachusetts, recently received a testi- 
monial of good will and esteem from the 
mayor of the city at ceremonies attended 
by officers and directors of the bank as well 


(ill i Securities carried at $128,967,385.98 are pledged to secure trust funds 


O2@Qe “He th and U.S. Government, State and other Public Moneys, and for other 


Mh purposes as required or permitted by law. 
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George M. Wallace, Chairman 
James E. Shelton, President 


Robert E. Gross 





Elmo H. Conley 
L. W. Craig Ralph B. Lloyd Chester A. Rude 
Shannon Crandall Maynard McFie Elbridge H. Stuart 
Thomas A. J. Dockweiler William B. Munro Edward R. Valentine 
Gabriel C. Duque Gurney E. Newlin C. T. Wienke 


John J. Pike 


as other civic leaders. Wallace V. Camp, venreias —— 
chairman of the bank executive committee, 
is shown below (center) accepting the gold LZ Member Federal Reserve System 
embossed proclamation for the bank. tj = Member Federal Deposit Insurance’ Corporation 
The bank’s program included the dis- LLL 
tribution of the booklet, “Guardians of KS 


Your Property and Welfare,” which em- 
phasized the importance of a citizen’s part 
in crime prevention. The booklet, officially 
endorsed by leading municipal figures, has 
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IN HOUSEHOLD FURNITURE production, the Los Angeles Metropolitan 
Area ranks third in the nation—topped only by New York and Chicago. 
Government figures indicate industry employment in excess of 10,000 — annual 
value added by manufacturers at approximately $50,000,000. 


room 


nine. 
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achieved a circulation of more than 250,000 
copies in New England. Also, the bank 
distributed more than 80,000 emergency 
stickers for automobiles. The stickers car- 
ried the telephone numbers of the city’s 
fire and police departments to help speed 
up area emergency calls. 








WRITE FOR IT NOW! 


During past months, The Bank 
of Nova Scotia’s Monthly Review 
covered many subjects, from a 
discussion of oil developments in 
Alberta to a survey of sterling 
devaluation. 


Each month the Monthly Re- 
view discusses some timely topic 
of interest to businessmen. 


If this service interests you, we 
will be glad to add your name 
to the mailing list. Write: The 
Bank of Nova Scotia, General 
Office, Toronto. 






mal NOVA SCOTIA \ram 


@ ASIGN OF GOOD FRIENDSHIP 


























Lunch and recreation room, First National Bank & Trust Company, Asheville 


Smaller banks also recognize the value of improved employee facilities 


Noteworthy Trend 

The recently installed lunch and recrea- 
tion room at the First National Bank & 
Trust Company, Asheville, North Caro- 
lina, illustrates the trend of comparatively 
smaller banks toward improved employee 
facilities. 

The all-electric kitchen, where meals are 
served to employees at cost, can be shut 
off from the recreation room, which is 
equipped with ping-pong tables, shuffle- 
board court, sound movie projector and 
provision for the future installation of a 
television set. 

The club room also serves as a meeting 
place for civic and social groups. 


° ° ° 


Free Ad Service 


Banks, especially those in smaller com- 
munities, often need professional advertis- 
ing service but have neither the local facili- 
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19 of America’s 25 Largest 
Businesses are Shawmut Customers* 





40 WATER STREET, BOSTON 


Member Federal Deposit Insurance Corporation 


SESSSSCSSSCSSSSSESSGG 


Capital and Surplus $30,000,000 
* Based on Sales Reported by Moody's Manual. 
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ties nor the budget to make this possible. 
Basically, this is the reason for a special 
offer being made to correspondent banks 
by First National Bank in Houston (Texas). 

This new advertising service provides 
the small bank with mats of newspaper 
advertisements currently used in Houston 
by the First National. Each ad deals with 
a different phase of banking, i. e., savings, 
checking accounts, loans, etc. 

The First National supplies mats of the 
illustrations. If the correspondent desires, 
it may use First National’s copy— with only 
name changes to localize the ads. The 
novel illustrations are intended to draw 











If thus service proves popular, we shall repeat the offer monthly through 
the rest of this year. 


Use the attached card 00 order your mats. They will be mailed 
10 you two days after your card reaches Houston. 


FIRST NATIONAL BANK 


in Houston 





MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 











To aid correspondent banks 


the reader’s attention and hold his interest. 
The copy is both action-provoking and 
friendly. 

This service, announced in a fold-out 
type of mailing piece, shows examples of 
the first illustrations offered and their use 
in First National’s original advertisements. 
A postage-paid card is attached to ‘he 
mailer for the correspondent’s use in orver- 
ing the free service. 

The attention attracted by the acs 
their original Houston appearance prom;''€ 
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THE NATIONAL CITY BANK 


OF NEW YORK 


Head Office * 55 WALL STREET * New York 





Condensed Statement of Condition as of September 30, 1950 








ASSETS 
Cash, Gold and Due from Banks. . 


, * $1,300,558,046 
United States Government Obligations. . 


1,711,027,802 


Obligations of Other Federal Agencies........ 49,801,599 
State and Municipal Securities.............. 428,310,003 
Other Securities. ch biel ee eee Mak : 118,533,917 
Loans and Discounts. = <etk secee 1,500,435,838 
Real Estate Loans and Securities ae eee 2,603,320 
Customers’ Liability for Acceptances......... 23,762,831 
Stock in Federal Reserve Bank. as ae 7,500,000 
Ownership of International Banking Corpora- 

NE ii nou: wake ae Ss ak Rae eee RO Ob etek Oe 7,000,000 
Bank Premises. 27,183,139 
Items in Transit with Branches. . 28,895,944 


I: o's. oa oe Wek Wak wee Nes cea oaasias 3,485,375 
Ps awed $5,209,097,814 











LIABILITIES 
Deposits. . we ceesceees $4,823,894,308 
Liability on . Acceptances and Bills. $39,398,717 
Less: Own Acceptances in Port- 





BN o-oo ee ~sevcese. AES 26,355,424 
Due to Foreign Conavel ws Speen reer aa arene 8,881,200 
(In Foreign Currencies) 
Reserves for: 
Unearned Discount and Other Unearned 
Income. : , 11,403,306 
Interest, Taxes, ‘Other Accrued d Expenses, etc. 29,848,685 
Dividend. EPSPS 2,635,000 
Capital. . ore "-$124,000,000 
(6,200, 000 Shares—$20 Pac) 
Surplus. . pave vescese es Eee 
Undivided Profits. 56,079,891 306,079,891 
NG ik RK ee ceed eee eee eee $5,209,097,814 








Figures of Overseas Branches are as of September 25, 1950. 


$326,276,856 of United States Government Obligations and $10,873,400 of 
other assets are deposited to secure $250,528,785 of Public and Trust Deposits 
and for other purposes required or permitted by law. 


(Member Federal Deposit Insurance Corporation) 





The foregoing statement does not include the figures of: 


CITY BANK FARMERS TRUST COMPANY 
Head Office: 22 William Street, New York 


Affiliate of The National City Bank of New York for separate 
administration of trust functions 





DIRECTORS 


WM. GAGE BRADY, JR. 
Chairman of the Board 


W. RANDOLPH BURGESS 
Chairman of the Executive 
Committee 
HOWARD C. SHEPERD 
President 


SOSTHENES BEHN 
Chairman, International 
Telephone and Telegraph 
Corporation 


CURTIS E. CALDER 
Chairman of the Board, Electric 
Bond and Share Company 


EDWARD A. DEEDS 
Chairman of the Board, The 
National Cash Register 
Company 


CLEVELAND E. DODGE 
Vice-President, Phelps Dodge 
Corporation 


L. M. GIANNINI 
President, Bank of America 
National Trust and Savings 
Association 


JOSEPH P. GRACE, JR. 
President, W. R. Grace & Co. 


WILLIAM H. HOOVER 
President, Anaconda Copper 
Mining Company 

AMORY HOUGHTON 


Chairman of the Board, 
Corning Glass Works 


ROGER MILLIKEN 
President, Deering, Milliken & 
Co. Incorporated 

FREDERICK B. RENTSCHLER 
Chairman, United Aircraft 
Corporation 

GERARD SWOPE 
Honorary President, General 
Electric Company 

REGINALD B. TAYLOR 
Williamsville, New York 


ROBERT WINTHROP 
Robert Winthrop & Co. 


BOYKIN C. WRIGHT 
Shearman & Sterling & Wright 
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“T’d say the heck with it, if...” 


® “If it wasn’t my own daughter’s 
wedding,” said Mrs. Allergen Hives. 
® “Stop grousin’, old girl” said 
Col. Hives. “We'll get the little 
thingummy that prints stamps on 
the envelopes.” 

She did. He did. Roger. 
® The Col. meant, of course, the DM 
—new desk model postage meter. 
® Little larger than a desk phone, it 
prints any postage you need, plus a 
dated postmark, and small advertise- 
ment (optional) directly on the 
envelope...for any kind of mail. 


G 


PITNEY-BOWES 


Has a built-in sealer for envelope 
flaps. Even handles parcel post. 

® The postoffice sets the meter 
when you buy postage. Visible 
registers show the amount on hand, 
amount used. Postage in the meter 
can’t be lost or misused. 

® It’s a great convenience in any “3 
office—or home! There’s a 8 a 
meter model for every user 
of mail, large or small. Call 
the nearest PB office, or 
send the coupon fora 
free booklet. 











PITNEY-BOWES, Inc. 
3162 Pacific Street, Stamford, Conn. 
Send the booklet on the DM. 








Name 
: pens P Firm — ' 
World’s leading makers of mailing machines... 
offices in 93 cities in the U.S. and Canada. Address 





officials of First National to make this 
unusual offer. Plans now call fer a monthly 
issue of this advertising service. 


Sd ¢ Sd 


Brush Party 


Fellow employees at the Marine Na- 
tional Exchange Bank, Milwaukee, Wiscon- 
sin, took quick action when they learned 
that James Sullivan, supervisor of the pen- 
sion division of the trust department and 
a reservist, was ordered to report for mili- 
tary duty before he was able to finish 
painting his two-story frame home. 

In short order, 25 members of the bank 
staff volunteered to show up on Saturday 





Helping a friend in need 


morning, armed with ladders and paint 
brushes, to complete the job. When 
officers of the Marine National heard about 
it, they not only insisted on joining the 
brush party, but promised to furnish the 
refreshments as well. 

The invasion began at 8:30 a.m., and 
by the end of the day the paint job was 
completed. The group not only had a 
pleasant time, but they achieved lasting 
satisfaction in helping a friend in need. 
Now Mr. Sullivan, who had spent four 
years in the South Pacific in the last war, 
could leave with the satisfaction that his 
home was ready for the winter, and that 
his Marine National friends were really 
friends indeed. 


o ¢ ¢ 


Improvement Loan 
Promotion 

The art of bringing bank services to the 
public’s attention is graphically demon- 
strated in the Western Savings Bank’s out- 


Showing the possibilities 





Burroughs Clearing House 
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Reception hall at branch, Union Bank of Australia, London, England 











New branch, Banco de Comercio, S. A., Mexico City 


Tangible evidence that the trend toward advanced design in bank quarters is international in scope 


door display at the corner of Main and 
Court Streets, Buffalo, New York. 

The bank has constructed a “before” 
and “‘after’’ section of housing at the corner 
of their main office building. The Court 
Street side is dingy, neglected, brown clap- 
board with an equally unattractive dirty 
and cracked window. The Main Street 
side is the improved portion of the display, 
painted a trim white with dark green 
shutters and a flower box of bright red 
geraniums. 

According to the bank, the display has 
resulted in a considerable upsurge in home 
improvement loans. 


° Sf ° 


Universal Tastes 


The ground floor of the new West End 
branch of the Union Bank of Australia 
Limited, London, England, provides, in 
addition to the usual banking facilities, a 
large reception hall equipped with lounge 
chairs and writing tables for the comfort 


and convenience of customers. 

A staircase from the reception hall leads 
to the lower ground floor, which is devoted 
entirely to the travel department, and the 
overseas business and emigration depart- 
ments. 

Decorative features include Australian 
walnut and sycamore furniture which form 
a pleasant contrast with walnut dadoes, 
screens and counters. Australian timber 
also plays a prominent part in the interior 
finishing and paneling of the branch. 


a 


A new branch of the Banco de Comercio, 
S. A., in Mexico City, Mexico, shows evi- 
dence of distinctive Latin styling in its 
modern banking room. 

Most pronounced is an unusual glass 
entrance framed in circular metal designs 
and bordered with attractive plant settings. 
Counters, pillars and other fixtures are pre- 
dominantly of marble, with the tellers’ 
counter designed with modern sloping die 
front. 


“If Youre A Bank 
Director’’ 


“There are at least 100,000 commercial 
bank directors in the United States, and it 
has been established definitely that a great 
majority of them do not appreciate their 
responsibilities nor do they realize the risk 
that they run.” This is the opinion of 
Clarence G. McDavitt, Jr., president and 
chairman of the board, Somerville National 
Bank, Somerville, Massachusetts, who has 
written a book entitled, “If You’re A Bank 
Director.” 

Mr. McDavitt points out 38 ways a bank 
director can get into trouble, and three 
ways to stay out of trouble. He discusses 
qualifications for a valuable director, some 
of his powers and duties, functions of the 
board, and the conducting of a directors’ 
meeting. Several legal decisions are cited 
but only by way of illustration. While the 
book has been prepared primarily for the 
benefit of those directing small and 
medium-sized banks, those associated with 
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large institutions should also find the sub- 
jects of interest and value. 

The book is available through The 
Bankers Publishing Company, 465 Main 
Street, Cambridge, Massachusetts, at $3.50 
a copy. 

+ . . 


Exhibit Idea 


A telephone exhibit at the Sixth Avenue 
branch of the Bankers Federal Savings and 
Loan Association, New York City, drew 
more than 4,000 spectators in a six weeks’ 
period, according to Walter A. Bridegroom, 
assistant vice-president and manager. 

The exhibit traces the path of a dial 
telephone call. A panoramic view of town 
and countryside sketched on a panel 5 feet 
high and 14 feet wide serves as a backdrop 
on which the cail is traced. 

Telephone receivers are provided through 
which a visitor can listen as the working of 





dial equipment is explained. The path of Telephone exhibit, Bankers Federal Savings & Loan Association, 
a call is outlined in lights on the panel. The New York City 


visitor can trace a call from a private home, 
onto overhead wires, into the cable leading 
to the central office, through that office and 
into the home of the party called. 

A second, smaller exhibit enables visitors 
to make telephone calls to WEather 6-1212 
for the latest weather forecast, and to call 


employees’ manual outlining for the 350 
members of its personnel the bank’s em- 
ployment policies and benefits offered. 
Attractively designed and printed, the 
booklet gives a short history of the bank, 
showing its growth in deposits from $277,- 


MEridian 7-1212 for the correct time. 000 in 1913 to $150,000,000 in 1950. 
o o o The personnel policies are clearly set 
forth, followed by a listing and description 
Employee Manual of employee benefits, such as retirement 


plan, sickness and life insurance benefits. 
City National Bank & Trust Company, The bank’s recreational program and train- 
_ Kansas City, Missouri, recently issued an ing and sick leave policies are also explained. 





Keep in touch With 


CANADA 


through us 












Foreign trade is Canada’s 
business, and Canada’s business 
is our business. 


This Bank has 213 Branches 
throughout Canada. These are 
constantly in touch with 

market conditions in their 
areas. Their knowledge is intimate 
and up-to-date. 


Keep in touch with Canada 
through us. Just write or call the 
British and Foreign Department, 
Imperial Bank of Canada, 
Head Office, Toronto, Ontario. 


IMPERIAL BANK 


OF CANADA 
54-50 





The booklet is illustrated with pictures 
of the new bank building, which was 
nationally publicized in 1947 for its un- 
usual design, and for its garage and motor 
bank facilities. Pictures of the employees’ 
dining room and penthouse lounge and 
roof garden recreation facilities are in- 
cluded. 

A copy of the employee confidential 
rating report is also reproduced, showing 
the worker how he is constantly being 
graded for advancement. 


¢ + 4 


Newsworthy Briefs 


Some of the financial institutions in the 
country celebrating anniversaries this year, 
ranging in years of service from 25 to 125 
years, include the following: The Mer- 
chants National Bank, New Bedford, 
Massachusetts, and the Hampden Na- 
tional Bank & Trust Company, Westfield, 
Massachusetts, are celebrating a century 
and a quarter of banking; the First Na- 
tional Bank, Kings Mountain, North 
Carolina, The First National Bank, Mil- 
ford, Pike County, Pennsylvania, and The 
Citizens State Bank, Bicknell, Indiana, 
herald 50 years of uninterrupted bank oper- 
ations this year; and the Bell Savings and 
Loan Association, Chicago, IIlinois, report 
25 years of chartered service to its com- 
munity. 

Even more notable is the announcement 
from England that the National Provincial 
Bank, in Bristol, is proudly celebrating its 
200th year of service. 


¢ 


Authorization for the construction of 
four additional offices in the Greater At- 
lanta area for the Fulton National Bank, 
Atlanta, Georgia, has been received from 
the Comptroller of Currency, according to 
Erle Cocke, president. The expansion pro- 
gram will double the number of branch 
offices serving the Atlanta area and give 
the Fulton National a total of nine offices. 


¢ 


More than 750 bankers from practica!!\ 
every state in the union will be in attenc- 
ance at The First National Bank oi 
Chicago’s fourth two-day conference ©! 
bank correspondents, November 27-28. 


Burroughs Clearing Hou-¢ 
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Acre Value Index 
1912-14= 100 


TREND IN FARM-LAND VALUES 


Acre Value Index 
1912-14 = 100 
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Yearly averages of farm land prices. 


IN THE FACE OF RISING LAND PRICES 
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The trend is again upward after a decline during most of 1949 


FARM MORTGAGE POLICY 


Inflation holds seeds of trouble for lenders, 
but there are ways they can minimize the risk 


HE question on the lips of farm 

lenders today is, ““what should be 

our policy in making farm real 
estate loans in view of rising farm 
prices?” Just as land prices reached a 
relatively stable level, the Korean 
episode set off a “‘chain reaction” that 
is bound to have far-reaching conse- 
quences. Among the consequences 
will be those affecting real estate 
values and farm mortgage lending 
policy. 

Farm real estate lenders have a 
record to which they may justifiably 
point with pride during the past 
decade. They have provided ample 
credit to enable farm transfers without 
adding to the inflationary spiral which 
occurred in land prices. Institutional 
lenders have appraised properties at 
conservative values, usually consider- 
abiy below current selling prices, 
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By 
HOWARD G. DIESSLIN 


Assistant Professor, Department of 
Agricultural Economics, School of Agri- 
culture, Purdue University, 
Lafayette, Indiana 


thereby keeping the financial position 
of agriculture extremely sound. Dur- 
ing a decade when land prices more 
than doubled and farm transfers were 
greater than usual, farm mortgage debt 
declined more than 20 per cent. Cer- 
tainly, record farm incomes, which en- 
abled rapid payoffs on existing mort- 
gages, were instrumental in keeping 
debts at a low level and the concerted 
effort on the part of banks and other 
lenders to loan at conservative levels 
assisted materially in keeping agricul- 


ture financially sound. One needs 
only to compare the record of farm 
mortgage lending to that of non-farm 
mortgage lending in recent years, 
where down payments have been 
lowered, appraisals materially  in- 
creased, and total debt has doubled in 
just 5 years, to judge the outcome of 
lenient credit terms during an infla- 
tionary period. 

What will be the result of adding 
another inflationary rise in farm real 
estate values to that already experi- 
enced during the past decade? In 
order to appraise farm real estate as a 
mortgage risk today and in the period 
ahead several extremely important 
factors must be considered. First, 
what is the general business outlook; 
second, where are farm land prices 
today; and, third, what is the present 
status. of farm mortgage debt? After 
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our decision is made on these questions, 
we can decide what sound mortgage 
lending policy is under rising prices and 
ultimately, whether the loan portfolio 
should be expanded or contracted. 


Prices of Farm Products 


The prospects for prices of farm 
products over the next several years 
depend on military developments more 
than anything else. The widely ac- 
claimed “surplus” problem of agricul- 
ture was removed from the headlines 
and replaced by “scarcity” and pro- 
spective higher food prices simultane- 
ously with the Korean episode. Future 
prospects can be viewed as one of four 
possibilities: 

1. The Korean conflict will remain 
localized; the ‘“‘cold war’ will be con- 
tinued on a larger scale; possible suc- 
cession of war incidents in other areas. 

2. Full preparation short of war; 
substantially rearm Western Europe 
with men and material; approximately 
20 per cent of gross national product 
for military purposes. 

3. A possibility: 
with Russia. 

4. An outside chance: Real peace. 

Assuming the first alternative, creep- 
ing inflation is inevitable. Expanded 
military expenditures, greater deficit 
financing and shortages of various 
kinds will bring irregular price rises in 
‘an already fully employed economy. 

The consequences of the second 
alternative, full scale preparation short 
of war, are more inflationary than the 
first. As announcements continue to 
flow out of the nation’s capital, it 
appears more and more that the govern- 
ment is choosing this alternative. 

If World War III breaks out, the 
controlled economy of World War II 
would be quickly and more effectively 
invoked. This would only postpone 
the inflationary spiral accompanying 
all major wars. 

If real peace should come, prices 
would probably fall. Chances of this 
alternative happening appear to be 
about one in a hundred at the moment. 

If and when our differences with 
Russia are resolved, the long-time out- 
look of prices is hardly predictable. 
Major conflicts in the past have been 
followed by falling prices. However, 
strong inflationary forces have de- 
veloped in our economy during the 
past two decades. Our political philos- 
ophy of deficit spending, guaranteed 
wages and prices, social security, wel- 
fare programs and easy credit may add 
up to a higher long-time price level. 

Over the next few years or the next 
decade, the prospects lean toward ris- 
ing price trends rather than falling 
price trends. This conclusion can 
only be a tentative one, neither strongly 
held nor well supported. Accompany- 
ing the rising price trends will be ups 
and downs, some of sufficient magni- 
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World War III 








1941 
Big war ahead 
Industrial production low 
Unemployment high 


Plenty of slack to take up an inflation- 
ary trend 


Farm earnings low 


Farm land prices about in line with 
farm earnings 


Farmers heavily in debt 

Farmers with little savings 

Many delinquent farm mortgage loans 
Foreclosures still common 


Lenders had many foreclosed farms for 
disposal 


Price prospects: a strong probability 
of inflation 








Major Differences Between 1941 and the Present 


1950 
Uncertainty ahead | 
Industrial production high 
Unemployment very low 


Little slack to take up an inflationary 
trend 


Farm earnings high 


Farm land prices low relative to the 
current level of farm earnings 


Farmers largely free of debt 
Farmers with high savings 
Few delinquent mortgage loans 
Foreclosures practically nil 


Lenders have no foreclosed farms for 
disposal 


Price prospects: a moderate probabil- 
ity of inflation 




















It is hazardous to draw parallels with the past 


tude to cause a higher rate of fore- 
closures and defaults than experi- 
enced in recent years. 

As emphasized by the comparative 
table reproduced above, the contrasts to 
1941 and the present are so great that 
it is dangerous to draw any parallels. 
In 1941, agriculture was depressed and 
recollections were all gloomy, but rising 
prices seemed assured. In 1950, 
agriculture is fully equipped, finan- 
cially sound, and recollections are all 
bright, but the future course of farm 
prices is less sure than it was nine 
years ago. 


Where are Land Prices? 


A long-term analysis shows that the 
index of average land values per acre 
in the United States reached a peak 
of 177 in November, 1948, 4 per cent 
higher than the World War I peak 
reached in 1920. Land prices de- 
creased throughout 1949 but have re- 
versed themselves during the past six 
months. The decline during 1949 did 
not result from land’s being overpriced 
in relation to farm earnings at that 
time. Farmers, generally, felt that 
future farm earnings would be lower; 
thus, when incomes remained relatively 
high throughout 1949, real estate 
values again began to rise. The July, 
1950, index stood at 172, just 3 per 
cent below the November, 1948, peak 
but 105 per cent above the 1940 
average. Since the Korean situation, 
which is not reflected in the July index, 
prices have undoubtedly increased 
even more. They may easily reach or 
surpass their post-war peak for the 
country as a whole by the year-end if 
present inflationary forces continue 
unabated. 

Table 1, page 27, compares present 
land prices with those at the peak after 


World War I. Many regional variations 
appear. The index of today’s prices 
is above the World War I peak in 
all regions except the West North Cen- 
tral, which includes Iowa, Minnesota, 
Missouri, Nebraska, Kansas, North 
and South Dakota. This region re- 
mains more than 20 per cent below the 
level reached in 1920. With the excep- 
tion of the East North Central and 
Mountain regions, values in all other 
areas of the country exceed their 1920 
peak by more than 10 per cent. Land 
prices in the East South Central group, 
including Kentucky, Tennessee, Ala- 
bama and Mississippi, are more than 
one-third higher than in 1920. The 
North Central states, commonly re- 
ferred to as the “Bread Basket”’ of the 
nation, have experienced much smaller 
percentage increases in land values 
than the other regions of the country. 
Since the index of U. S. real estate 
prices is heavily influenced by the 
North Central states, the average 
U. S. price is only 1 per cent above the 
World War I peak. 

There is little possibility that farm 
land prices will again double during 
the next ten years. Yet, based on the 
fact that farm land is not overpriced 
in relation to earnings, the strong pos- 
sibility of creeping inflation through- 
out the economy, and the strong finan- 
cial position of agriculture generally, 
it is difficult to foresee lower farm land 
prices. Under the present status of 
military spending, the first alternative 
discussed under farm prices, an increase 
in land values at the rate of 5 per cen! 
per year is possible. If national policy 
shifts to full war preparation short o! 
war, land values may increase at the 
rate of 5 to 10 per cent per year. Un 
like the 1940’s, increases in land values 
may not now lag behind increases 1! 
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Table 1. Index of Average Farm Real Estate Values per Acre, by 
Geographic Divisions, March, 1920 and July, 1950. 
1912-14= 100 
World War I Peak 
March, 1920 July, 1950 Percentage Change 
New England 140 160 +14% 
Middle Atlantic 136 160 +18 
East North Central 161 168 + 4 
West North Central 184 144 —22 
South Atlantic 198 228 +15 
East South Central 199 268 +35 
West South Central 177 196 +11 
Mountain 151 158 + 5 
Pacific 156 182 +17 
United States 170 172 + 1 
Source: Bureau of Agricultural Economics, U.S. D. A. 














There are surprising regional variations in land prices 











Table 2. Farm Mortgage-Debt as Percentage of Value of All Farms 
and Average Interest Rates on Outstanding Farm Mortgage 
Debt, by Geographic Divisions, January 1, 1923 and 1950.7 


% Debt to Value Average Interest Rate 

Region 1923 1950 1923 948t 

New England 15.9% 11.0% 5.8% 4.9% 
Middle Atlantic 17.0 9.9 5.7 4.7 
East North Central 17.5 6.7 6.0 4.4 
West North Central 24.8 6.8 6.1 4.3 
South Atlantic 43.7 yp.” 6.6 a 
East South Central 15.3 7.2 6.4 5.0 
West South Central 21.8 8.3 7.4 4.6 
Mountain 31.3 11.0 ye 4.8 
Pacific 16.1 11.4 6.8 4.7 

United States 20.5% 8.7% 6.4% 4.6% 





t Last year estimates are available. 





7+ Estimates of Bureau of Agricultural Economics, U.S. D. A. 














Mortgage debt ratio is now less than half that of 1923 








and 1950.7 

Lenders 
Commercial Banks 
Federal Land Banks 
Federal Farm Mortgage Corporation 
Life Insurance Companies 
Farmers Home Administration 
Individuals and Miscellaneous 


Table 3. Percentage Distribution of Farm Mortgage Loans Held by 
Principal Lenders, United States, January 1, 1940, 1945 


1940 1945 1950 
8.1% 9.2% 16.4% 
30.5 24.5 16.7 
10.8 7.0 1.1 
15.0 18.9 21.6 
5 3.9 3.5 
35.1 36.5 40.7 











{+ Bureau of Agricultural Economics, U.S. D. A. 

















Banks, life insurance companies, expand farm mortgage holdings 


farm income nearly as much during 
any inflationary period ahead. The 
volume of transfers is and probably 
will remain at relatively low levels, 
approximately one-third below the 
1946-47 rate of transfers, however. 


Trends in Mortgage Debt 

Farm mortgage debt totaled $5.4 
billion on January 1, 1950, 22 per cent 
below 1940 and only one-half the 
amount outstanding after World War 
I. Mortgage debt has been increasing 
Siowly the past four years after reach- 
ing a low point of $4.7 billion on Janu- 
ary 1, 1946. Agriculture is in an 
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extremely strong financial position 
today; indeed it is difficult to find a 
time when agriculture was more pros- 
perous or more liquid financially than 
it is today. 

Table 2 compares the relationship 
of mortgage debt to real estate value 
and farm mortgage interest rates after 
World War I and World War II. The 
contrasts are obvious. The present 
ratio of mortgage debt to land values 
is less than one-half that of 1923. 
Interest rates have declined.more than 
25 per cent, from 6.4 per cent to 4.6 
per cent for the United States. The 
percentage of mortgage debt to total 


land value averaged nearly 20 per 
cent throughout the 1920’s and 1930's. 
It is difficult to believe that the pres- 
ent low percentage of debt can be main- 
tained even with no change in land 
values. The present level is un- 
doubtedly too low to allow the normal 
transfer of farm property from one 
generation to the next. 

Table 3 indicates the relative impor- 
tance of principal farm mortgage 
lenders in 1940, 1945 and 1950. Com- 
mercial banks and life insurance com- 
panies hold a substantially higher per- 
centage of the total farm mortgage 
debt than they did in 1940. The share 
held by Federal Land Banks has de- 
clined nearly 50 per cent during the 
same period, and mortgages held by 
the Federal Farm Mortgage Corpora- 
tion are presently being liquidated. 
Individuals remain the most important 
source of farm mortgage loans; their 
holdings have increased approximately 
10 per cent relative to other: lenders 
during the past decade. 


Lending Policy Suggestions 

Ordinarily, mortgage lending in- 
volves less risk in times of rising prices 
than at any other time in the price 
cycle. This statement leads to the 
offhand conclusion that the mortgage 
lender, presently has little to worry 
about when making loans. Closer 
observation of past experience leads 
to some very important qualifications, 
however. If the rise in land values 
lags well behind increases occurring in 
net farm income, as was true through- 
out the past decade, the risk of mort- 
gage lending is not great. If the rise 
in real estate values follow increased 
farm earnings closely, the risk of loss 
in mortgage lending is considerably 
increased. 

The rise in land prices during the 
past decade has lagged well behind in- 
creases in farm earnings. Farm oper- 
ators and investors buying land had 
anticipated lower farm earnings in the 
years ahead largely as a result of the 
long depression they had experienced. 
However, the present generation buy- 
ing farms has experienced rising price 
levels and higher net earnings through- 
out most of their business careers. 
This environment could lead to more 
rapid capitalization of higher farm 
earnings into increased land values; 
it is the major problem that farm 
mortgage lenders must guard against 
in the period just ahead, because land 
values would become more vulnerable 
when earnings decline. There are 
several methods lenders may use as 
safeguard against these added risks if 
they develop. 

First, lending risks may be materi- 
ally reduced by requiring larger repay- 
ments on the loan during the first three 
to five years. Normally mortgage loans 

See FARM MORTGAGE POLICY—Page 72 
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Whereby the bank serves as a credit department 
and finances receivables for 


smaller retailers 


{ BANWS “CHARGE PL. 
lor Merchan 


N sponsoring a new program known 
as “‘Charg-It,” the bank has rec- 
ognized an opportunity to provide a 

vital community service to local mer- 
chants and to the shopping public. 

Through it, specialty shops and 

smaller retail establishments who do 
not want to maintain full-fledged 
credit departments can nevertheless 
offer charge account conveniences to 
their customers. This puts local mer- 
chants in a better position to compete 
with the various larger stores. It 
‘also means that shoppers desiring 
credit can select their merchandise 
from a larger number and greater 
variety of local stores. And, from the 


bank’s standpoint, the successful oper- 
ation of Charg-It will enable us to 
expand our consumer credit activities 
into a new field, with the possibility 










announcing your Key 


TO A NEW AMAZING CREDIT PLAN 


By 
Cc. KENNETH FULLER 


President, Paterson Savings and Trust 
Company, Paterson 1, New Jersey 


of introducing credit in small units to 
larger segments of the local population 
than ever before, thus producing sub- 
stantial operating profits not otherwise 
available. 

Basically, Charg-It is a plan whereby 
the bank takes over the charge ac- 
counts from the merchants for a fee; 
handles all the credit-checking, billing, 
bookkeeping and collection details; 
and provides all the necessary forms, 
literature, credit plate equipment, etc. 

The result is that participating re- 
tailers can compete creditwise with 
any store, large orsmall. They run no 
risk of credit loss, do not have to in- 





hy 





vestigate credit applications or main- 
tain extensive bookkeeping facilities, 
and have immediate cash for the oper- 
ation of their businesses upon assigning 
Charg-It receivables to the bank. 

The plan was originated by John C. 
Biggins, vice-president in charge of 
the consumer credit department of the 
bank. Following an explanatory retail 
credit conference at which specific 
questions and problems raised by local 
merchants were answered by a panel 
of experts, the program was launched 
early in September with 25 stores 
participating at the outset. By mid- 
October there were 46 retail units 
operating with Charg-It, and inquiries 
from other merchants are being re- 
ceived daily. 

To introduce the plan to the shop- 
ping public the bank has launched an 
extensive advertising campaign in- 
cluding such media as newspapers, bus 


Already participating in the new plan are 46 retail outlets 


At left: Brochure explaining Charg-It plan to merchants. Below, left to right: Local 
retailer gets details firsthand from Mr. Fuller and John C. Biggins, vice-president, who 
originated the plan 
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Above: Booth in bank’s lobby for taking Charg-It account applications. At right: News- 
paper promotion, part of extensive advertising campaign 


Bank derives revenue from discount charge to merchants 


cards, billboards and direct mail. In 
addition, promotional materials are 
provided at no cost to the merchants 
for mailing to their customers and 
there are also decalcomanias, identifica- 
tion signs and newspaper mats avail- 
able. 

Retail stores participating are able 
to offer their customers a choice of 
two types of accounts: 1. A regular 
monthly charge payable in full within 
25 days. 2. An open revolving ac- 
count plan, which allows a customer 
up to six months to repay a previously 
established credit limit. For example, 
a customer granted $180 as the credit 
limit must pay $30 a month, but can 
continue to charge additional mer- 
chandise up to the original $180 limit 
as long as payments are made regu- 
larly. If a customer specifies $180 as 
the amount desired, he is given a book 
of scrip certificates in various denomi- 
nations with a total value of $180, 
usable for a specified period on articles 
purchased. At the end of the period, 
unused scrip expires and new scrip is 
immediately issued to the customer. 
This means that a customer cannot 
exceed his budget, and that each sale 
is automatically authorized. 

\ transmittal form is supplied to 
each store for listing charges, less the 
cash discount and any merchandise 
returns, and the net settlement due. 
The original sales slips are enclosed 
with the transmittal form. The bank 
credits the store’s checking account 
at the bank with the net settlement 
amount immediately. 
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Applications for either of the two 
types of Charg-It accounts are taken 
at the stores or at the bank, which has 
a special booth in the lobby for this 
purpose. They can also be arranged 
by phone or through the mail. 

The applications are processed by 
the consumer credit department of the 
bank. A thorough investigation is 
made, including clearance with credit 
bureaus, checks on references and with 
employers. A credit file is set up for 
each account, and a Charg-It Identi- 
fication plate is supplied to the cus- 
tomer. 


NLY one credit application need be 

filed by an individual. Once the 
credit is approved, merchandise may be 
charged at any Charg-It store upon 
presentation of the Charg-It account 
plate and the necessary scrip. This in 
effect multiplies the number of ac- 
counts of each store by the aggregate 
number of accounts of all stores 
participating in the plan. 

A duplicate sales slip is given with 
each purchase. The customer receives 
a combined bill each month, listing 
items bought from any of the Charg-It 
stores, and enclosing the original sales 
slips. A cycle billing plan is used, 
alphabetical sequence .determining the 
billing date. All bills are payable at 
the bank. 

Collection policy is aggressive and 
includes provision for close follow-up 
of delinquent accounts on an individual 
basis. However, there is also the 
intent of retaining customer good will. 


‘larger store to earn rebates by aggres- 
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why didn’t 
somebody think 
of this before? 








announcing 
/ The amazing new 
shopping convenience 
‘\ for you! 












: CHARG-IT is a {riendly charge plan devised for your 
- convenience by The Paterson Savings and Trust Company and 
sel /e v7 lead al merchants. Just imagine~make just ene 
ag Sp. apple ation for CMHARG-IT and charge at all stores displaying! 
i 2 doses Ey the CHARG-IT curbiem! 
HOW MUCH WILL IT COST ME? 





More good news — CEHARG+IT costs the customer abso 
i » for this extra convenience. You! 





her you use cash’ 
ne, trouble and worry, 


; WHAT WILL CHARG-IT DO FOR ME? 


PLENTY —)eve are a few of the time savers and con- 


en : venien be vours when yqit join the CMARG-IT familys! 
wy r \ 






n vour own neighborhood CMARG-IT 
the same credit courtesy available at 
the city. 








arcy large sums of cash, CHARG-IT ends 


orries. 






3. ive only ove itemized CEMARG-IT bill, No more 
paying for each purchase separately. 

4. Any member of your family may use a CEHARG-IT credit 
plate—evtra plate will be provided. 

5. Ends emlgrrasing waiting while your purchases are 
okayed by the Credit Manager. Your magic CMARO-IT 


plate is your automatic OK. 


and... You have your choice of two methods of payment. The 
REGULAR CHARG-IT PLAN or you can use the popu- 
lar dollar stretching REVOLVING CHARG-IT PLAN 
(pay a stated sum each month). Choose the one that 
best fits your needs 
This plan will be modified as may be required by any gov- 
ernment regulations concerning the extension of credit. 


The PATERSON SAVINGS 
anp TRUST COMPANY 


129 MARKET STREET, PATERSON, N. J. 


FOR FURTHER 
INFORMATION 


ask your local merchant 
how you may receive your 
CHARG-IT plate at once or 


cau. MISS WOODS 
at MUlberry 4-3300 





There is no cost to customers for use 
of the regular monthly Charg-It ac- 
count, and of course the store prices 
are the same as for cash purchases. 
Under the Revolving Charg-It plan, 
there may be a charge of one-half cent 
for each $1 of the unpaid balance carried 
forward per month. 

Revenue for the Paterson bank from 
the plan is derived from a discount 
charge to the merchants. For an in- 
troductory period ending January 1, 
the levy has been set at 8 per cent on 
each sales check, with the retailers re- 
ceiving 2 per cent rebates if they meet 
their quotas of new accounts. The 
number of new accounts required to 
meet quota is determined on a sliding 
scale based on the existing retail 
volume of each store. This quota sys- 
tem, with some elasticity, will permit 
an aggressive store which may not be 
as well located shoppingwise as a 


sively pursuing. new accounts, rather 
See A BANK’S “‘CHARG-IT’’? PLAN—Page 74 
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The bank likes its plastic-coated wall covering 


for looks, durability, low upkeep 


\ew Decorating Aid 
CUES MAINTENANCE COSTS» 


wall covering has given us some 

experience that we believe will 
be of interest to other banks. We 
have used the new covering in 
numerous locations where it has pro- 
vided us with both a colorful decorat- 
ing aid and a material that is simple 
and inexpensive to maintain. 

Our introduction to this wall 
covering came in planning the deco- 
ration of our new bank building which 
we occupied some fifteen months ago. 
The suggestion came from our chair- 
man of the board, William Regnery, 
Sr. The result was that our original 
plans called for the covering in our 
dining room, cafeteria, directors’ room, 
conference rooms, and operating de- 
partment. Since then, as the result 
of our experience, we have applied it 
to our staircases, hallways, elevator 
bays, etc. 

The material that we have used is 


A N extensive use of a plastic-coated 


By 
ALVIN J. VOGEL 


Vice-President, Central National Bank 
in Chicago, Chicago 7, Illinois 


known as Joanna Wall Covering. It is 
made of heavy weight sheeting with 
a vinyl plastic coating, is suitable both 
for wall or furniture covering and is 
available in a wide variety of colors 
and finishes. It is prepared for maxi- 
mum resistance to scuffing, stains, 
fading, abrasion and _ temperature 
changes. It can be cleaned with a 
damp cloth or soap and water. 

Since the covering was not applied to 
all of our walls at the outset, we have 
had an excellent opportunity to com- 
pare it with customary wall finishes. 
For example, our installment lending 
department had the usual finish when 
the bank was decorated. After a 
period of a year this showed so much 


scuffing and so many dirt marks on the 
walls that it was necessary for us to 
refinish them. Our operating depart- 
ment, however, which was originally 
covered with the new material, has re- 
ceived comparable wear and is still in 
excellent condition. It is this factor of 
maintenance that is leading us to prefer 
the plastic covering for all wall surfaces. 
The best way to give the reader an 
idea of the decorative effects we have 
been able to obtain with the new 
covering and of the various places 
where we have applied it is to go 
down the list of areas covered. 
Officers’ dining reom. Here, it has 
been applied from floor to ceiling, 
in two tones. The end walls of the 
room, and the chairs, are covered with 
a dark green, saddle-finish Vyline. The 
side walls are of jonquil yellow. 
Employees’ cafeteria. The walls in 
the cafeteria have also been covered 
from floor to ceiling in a two-tone color 


The wall covering comes in a wide variety of colors and finishes, is treated for wear resistance 


The safe deposit and installment loan departments have a dado in nickel gray pattern that has the appearance of marble 
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scheme. 








In the officers’ dining room, Vyline has been applied from floor to ceiling, in tones of dark green and jonquil yellow 


One of the bank’s many uses of Joanna Wall Covering, a heavy sheeting with a vinyl plastic coating 


The lower part of the wall, 


a 36-inch dado, is in gray and the 





1 
’ 
* 


upper wall is in olive green. Around 
the steam table and on the valance, a 
dark blue is used. It is worth noting 
that it has been necessary to wash 
the walls and valance only once in 
the past fifteen months. 

Operating department. A light green 
color was selected for this depart- 
ment, which is a large one covering an 
area of some 10,000 square feet. The 
material was installed when the bank 


was decorated as a 54-inch dado cir- 
cling the room and on the posts. We 
are planning to extend the covering 
to the ceiling in the future. 

Installment lending department. This 
is one of the departments where we 
started out with the usual finish and 
changed to Joanna covering. This is a 
36-inch dado in a nickel gray pattern 
that has the appearance of marble and 
that has proved very effective for bank 
decoration. 


Safe deposit vaults. Here, also we 


used the nickel gray to good advantage 
as a dado. 

Conference rooms. In our six con- 
ference rooms, we used it on the 
walls from floor to ceiling, in varied 
color combinations in which the dado 
and upper walls are in harmonizing 
tones. The chairs in these rooms are 
also covered with matching material. 

Directors’ room. While the walls in 
this room are covered with Flexwood, 
we used the wall covering on the direc- 

See NEW DECORATING AID—Page 75 


The material is easily cleaned with a damp cloth, can be repaired readily if damaged 


Two-color combination in conference room 


Elevator bay and staircase, an area subject to hard wear and hand markings 
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Report on a “whale of a job’’ of thrift 


eultivation that has produced 


exceptional results 


—SAVEVGS PROMOTION IDEAS 


N Sweden, two out of every three 
persons have savings bank ac- 
counts. 

To quite an extent this record is the 
result of a continuing, broad, intensive 
program of thrift promotion and educa- 
tion, co-ordinated on a nationwide 
scale and covering all age groups. 
Many of the ideas and activities in- 
volved are readily applicable to bank- 
ing institutions and associations. in 
other countries throughout the world, 
and perhaps could be of assistance in 
counteracting some of the inflationary 
tendencies so prevalent at this time. 

The aggressive program of the 
Swedish savings banks is a compara- 
tively recent development. Only a 
few generations ago our typical savings 
bank was a ceremonious institution, 
often adorned with battlements and 
towers, having a grave solemnity with- 
in its walls, and a venerable staff with 


Bimonthly ‘‘Farm Journal’’ distributed 
to rural customers 








By 
ERIK ELINDER 


Managing Director, Sparframjandet, In- 
stitute of Thrift Promotion for Swedish 
Savings Banks, Stockholm 16, Sweden 


many of the members in the 70-80 year 
bracket. Modern promotion methods 
were virtually unknown; advertising 
and other efforts to attract the public 
were considered not suitable for old, 
fine monetary institutions. 

During the past 20-25 years the 
Swedish savings bank activity, which 
celebrates its 130th anniversary this 
fall, has undergone a rejuvenation and 
the attitude toward the public has 
been completely changed. 

At present there are 453 independ- 
ent savings banks with about 1,125 
branches, or one bank to every 6,114 


Savings banks co-operate in disseminating 
economic information 
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rom Sweden 


citizens. With some $1,350,000,000 
in deposits, the savings banks have 
nearly 40 per cent of the nation’s thrift 
funds held by savings institutions. 
Since the majority of the savings banks 
are small units, three central organiza- 
tions play an especially important role 
in formulating and directing joint 
thrift endeavors. 

One of these organizations is the 
Swedish Savings Banks’ Association, 
which provides the savings banks with 
assistance on their problems and 
affords educational facilities for bank 
employees. Another is the Savings 
Banks’ Bank, or Sparbankernas Bank, 
which performs a central banking func- 
tion and acts as a clearing house for 
transactions under the so-called Na- 
tional Service, whereby individuals 
may deposit or withdraw funds from 
any savings bank in the country upon 
passbook presentation. 


Savings bank promotion also includes films, lecture meetings, study courses, clubs, n 


Personal bugeting is encouraged 
through sale of cash books 
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Each child has a numbered compartment in school savings box 





Savings bank posters stress economy 





Savings banks have a thrift education program in virtually every Swedish public school 


The central body for all joint savings 
stimulation efforts is the Sparfram- 
jandet, or Institute for Thrift Promo- 
tion. It publishes most of the printed 


advertising used by the savings banks; 
sparks an extensive public relations 
program through films, advertise- 
ments, courses, etc.; and even main- 


ries, articles and similar media for reaching all age groups 


Mr. Elinder’s organization prepares series of newspaper 
ads for use by individual savings banks 
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tains an architectural staff to design 
bank buildings and fixtures in an oult- 
ward reflection of the modern savings 
bank movement. 

The pioneers in savings bank regen- 
eration during the early 20’s first 
directed their attention to thrift educa- 
tion among the children. There had 
been a school savings activity for 100 
years, but it was rather undeveloped. 
A reorganization of the program was 
brought about, with the current result 
that practically every Swedish public 
school now participates. The primary 
objective is not to have the children 
save large and continuously larger 
amounts. The most important object 
of our school saving program is rather 
to stimulate the teachers as well as 
the pupils to devote increased attention 
to discussions relating to thrift and 
economy. 

An accompanying illustration on this 
page shows the school savings box, in 
which each child has a numbered com- 
partment. Another view shows the 
individual coin box provided during 
vacation intervals. Savings banks also 
encourage school savings through the 
distribution of ‘“‘Lyckoslanten,” an 
illustrated children’s magazine, and 
other printed material such as posters 
for coloring and for recording class 
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Interesting work facilities, Ljunits och Herrestads Harads Savings Bank 


The 453 savings banks hold nearly 40% of the nation’s thrift funds 


savings records, picture albums, school 
timetables, teachers’ calendars, and the 
like. 

The teachers as well as the savings 
banks were previously dissatisfied when 
a youngster who had saved money dur- 
ing the Autumn months wanted to 
draw it out to buy Christmas gifts. 
Today it is considered natural. Free- 
dom in using the passbook for both 
deposits and withdrawals has proved 
to be beneficial in stimulating school 


savings, and is a part of the thrift 
education process. 

The school savings consultant of the 
Swedish Savings Banks’ Association 
has been of extreme importance in the 
development of the program. He and 
a number of other savings bank offi- 
cials participate annually in hundreds 
of lectures for teachers, and hundreds 
of meetings for parents on the subject 
oi thrift education. Each year there 
are local one-day courses for teachers 


and national courses covering an entire 
week, at which economic information 
and instructions are conveyed. 

When the school savings movement 
was reorganized on a broader scale in 
the middle of the 20’s, some savings 
men wondered why contact with 
children should first begin at school. 
They realized that seven years of the 
youngster’s lives elapsed before the 
savings banks were assured of having 
contact with them. One and two and 
then more savings banks started to 
issue passbooks with a certain de- 
posited amount to all newly born 
babies in their respective communi- 
ties. Practically all savings banks 
today have such a gift activity, and 
this is one of the reasons why the 
nearly 7,000,000 Swedes have more 
than 5,000,000 savings books. In this 
connection, it is gratifying to report 
that a considerable portion of these 
books are in frequent use. 


NOTHER problem that has been 

solved relates to contacts with young 
people beyond the grade school age. 
In 1925 the first modern savings club 
was established, and it is now esti- 
mated that over 600,000 members, or 
almost every tenth person in Sweden, 
belong to the savings club movement. 
The members are mainly young people. 
The savings clubs may be found in the 
large. industries, in the handicraft 
trade, in the office, and out in the rural 
areas. The clubs do not restrict their 
activities to collecting savings; many 
of them hold meetings to hear lectures 
on economic matters, conduct study 
circles, and sponsor courses for budget 
bookkeeping based on savings bank 
cash books. 

In order to facilitate the contact 
between savings banks and young 
people the Swedish Savings Banks’ 
See SAVINGS IDEAS FROM SWEDEN—Page 76 


Current promotional activity is a complete reversal of previous ultra-conservative policy 


Ljunits och Herrestads Harads Savings Bank 


Frosta Harads Savings Bank 
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Mr. Clutehbill has a 200-year-old estate problem 


A REALLY SAFE DEPOSIT BOX 


By FRED COPELAND 


UE puis-je faire pour vous?” It 
3 was all the French Director 
| Clutchbill’s Yankee tongue had 
. ever been able to pick up. 


Instantly a barrage of French 
blinded him from two chairs in the 
front office of the Ferndale National. 
“It’s all I know,” he crowded in, 


holding up a hand. 
M. Pinard, small, tufted of chin and 


Mile. Madeleine St. Roman, with the 
; cream and carmine cheeks of an Eng- 
‘ lish beauty but with autumn-brown 
eyes, switched to English with the ease 
i of a $4 bilingual dictionary. 
. “It is that for me my neeze, Made- 
leine, have visit ma farm here from 
, Quebec .. . you are smart on pickups, 
is it not? I have heard it.” The 
‘ elderly little man tipped his head side- 
{ wise and regarded Mr. Clutchbill like 
| a parrot. 
. “Wha... what! ... pickups—at 
y my age?” 
. “He does not mean the ladies, 
. M’sieu’,” put in Madeleine hastily. 
t “He means you are smart to find 
k money ... or —jewels.”’ 
““What-t? You’ve been robbed here 
t in the village?” 
a “‘Almost two hundred years ago, 
° M’sieu’.” 
. Mr. Clutchbill’s hand strayed to his 


gray goatee; he took another look at 
the young Madeleine St. Roman. 

“Last night my uncle, M’sieu’ Pin- 
ard, and I talked about the St. Roman 
gems. He wishes me to tell you . 
that —that you might help.” 

“She weel lose her manoir, eh, um, 
home, if the jewels don’t be found,” 

. nodded M. Pinard gravely. 

Madeleine dropped her eyes as Mr. 
Clutchbill shifted his glance on her. 

“Who stole ’°em, and where?” de- 
manded the old director with Yankee 
directness. 

Handling English with the splendid 
ease some old finishing school had 
given her, but with fascinating accent, 
Madeleine St. Roman told Mr. Clutch- 
bill the most amazing story that he 

See MR. CLUTCHBILL—Page 78 





Mr. Clutchbill glanced upward 
as Madeleine waved jauntily to 
her ancestors 
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Condensed Statement of Condition as at close of business 


September 30, 1950 











RESOURCES 


Cash and Due from Banks 
U. S. Government Securities . . . 
U. S. Government Insured F. H. A. 
Mortgages . . a 
State and Municipal a ke & & 
Stock of Federal Reserve Bank. . . 
Other Securities . 
Loans, Bills Purchased i sta’ 
Acceptances . . ...... 
Mortgages Cs eS ow © 
Banking Houses . . co % 
Other Real Estate Equities 
Customers’ Liability for Acceptances 
Accrued Interest and Other Resources 


LIABILITIES 


Capital. . . . . $45,000,000.00 
Surplus +. . . .  60,000,000.00 
Undivided Profits . 36,452,371.76 
Reserves for Taxes, 

Unearned Discount, Interest, etc. 
Dividend Payable October 16, 1950 . 
Outstanding Acceptances . . . . 
Liability as Endorser on Acceptances 

and Foreign Bills 
Cash held as Collateral or in eanins 
a ee eee 





United States Government and other securities carried at $97,625,369.06 are pledged to secure 
public funds and trust deposits and for other purposes as required or permitted by law. 


Head Office: 55 Broad Street, New York City 


European Representative Office: 1, Cornhill, London, E. C. 3 
Far Eastern Representative Office: Naka 7 Building, 3-chome, Marunouchi, Tokyo 


Member Federal Reserve System 
Member New York Clearing House Association 
Member Federal Deposit Insurance Corporation 








$ 619,939,730.28 
864,942,693.71 


64,477,359.87 
44,971,121.05 

3,150,000.00 
21,256,503.17 


662,977,763.90 
13,177,083.13 
10,907,217.39 
262,630.16 
8,213,366.90 

5, 769,125.21 





$2,320,044,594.77 


$ 141,452,371.76 


15,224,912.79 
1,350,000.00 
9,191,379.24 


2,871,225.19 
14,044,545.10 
2,135,910,160.69 





$2,320,044,594.77 
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Housing Credit Curbs 


Stiffer credit regulations to cut the 
amount of new home construction in 
1951 by one-third were adopted by the 
Federal Reserve Board and the Hous- 
ing and Home Finance Agency. 

The restricting orders were aimed at 
conservation of critical materials 
needed by the expanded defense pro- 
gram and to curb the amount of mort- 
gage credit. Although officials esti- 
mated that next year’s housing would 
be cut one-third they would not 
predict how much mortgage volume 
will decline. 

The new regulations which apply 
only to residential and real estate 
credit on one and two family houses, 
may be extended to apartments, non- 
residential properties and other types 
of real estate credit. 

“Cutting back housing production 
is an unwelcome but necessary step, 
especially just when our efforts to help 
expand house building have been show- 
ing record results,” said Raymond M. 
Foley, administrator of the Housing 
and Home Finance Agency. 





COVER PICTURE 


Shown left to right on the cover are 
Edward L. Norton, Federal Reserve 
Board; Raymond M. Foley, adminis- 
trator, Housing and Home Finance 
Agency; Thomas B. McCabe, chair- 
man, Federal Reserve Board; Charles 
T. Fisher, administrator, Office of 
Real Estate Credit, Federal Reserve 
Board 





Shortly after the restrictions were 
announced the Department of Labor 
Bureau of Statistics reported that the 
first substantial break in the 1950 
housing boom took place in September, 
when builders reported they started 
115,000 new non-farm dwelling units. 
The Sepember figure was a decrease of 
26,000 units from August, but still 
higher than a year ago. 

The new regulations specify maxi- 
mum amounts which can be borrowed, 
maximum maturities, and minimum 
amortization requirements for exten- 
sion of credit on residential construc- 
tion, including the financing of major 
aiditions and improvements where 
the loan amount is more than $2,500. 

They do not apply to non-govern- 
ment-aided loans on construction be- 
gun before August 3, 1950, nor to loan 
commitments made prior to October 
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By N. P. GREGORY, 


Washington Correspondent 


12. Credits secured by new construc- 
tion as well as credits extended to 
finance the purchase of homes are sub- 
ject to the regulations. 

For those buying homes in the lower 
price brackets, the percentage down 
payments required are lower than for 
higher priced structures, and for veter- 
ans using G. I. loans the down pay- 
ment requirements are lower at each 
price level than on other loans. 

Also, a longer period for repayment 
is permitted for buying the homes cost- 
ing $7,000 or less. 

In determining the amount that can 
be loaned, the Reserve Board ex- 
plained, the lender must take into 
account all credit previously extended 
in connection with the property and 
still outstanding, as well as the amount 
of additional credit being extended. 

This provision brings supplementary 
borrowing, as well as first mortgage 
loans, within the scope of the regula- 
tion. 

In other words, minimum down 
payments must be made from the 
borrower’s own funds in connection 
with extension of credit on new resi- 
dential construction and not from the 
proceeds of supplemental mortgage or 
personal loans in excess of the permis- 


sible loan value. 

Down payments and maximum per- 
missible loans for non-government 
loans and FHA-insured financing are 
identical and are based on the trans- 
action price which is defined in the 
regulation as the amount paid or to 
be paid by the buyer, exclusive of 
prepaid items of expense, such as taxes 


-or insurance. 


All real estate construction loans are 
limited to a maximum term of 20 years, 
except those made on properties valued 
at $7,000 or less under a contract which 
calls for complete amortization of the 
loan in 25 years by equal monthly, 
quarterly, semiannual or annual pay- 
ments to principal or to principal and 
interest. However, a loan may be 
amortized on a basis that provides for 
annual reduction of principal at a 
minimum rate of 5 per cent per year of 
the original amount of the balance, and 
such loans are exempt from further 
amortization when the outstanding 
balance has been reduced to not more 
than 50 per cent of the value of the 
property as of the time the credit was 
extended. 

In order to maintain the relative 
credit preferences for veterans, down 
payment requirements on loans guar- 
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anteed or made by the Veterans 
Administration are 10 per cent lower 
than on FHA and conventional loans 
in the price range between $6,000 and 
$12,000, with the preference narrowing 
to 5 per cent in both the higher and 
lower price levels. 


° s ¢ 


Stiffened Regulation W 


Slightly more than a month after the 
Federal Reserve Board reinstituted 
restrictions on consumer installment 
credit through Regulation W, the 
Board was forced to stiffen terms in 


order to halt the expansion of credit. 

The action was taken after the 
Reserve Board reported that total con- 
sumer credit at the end of August 
reached an all-time high of $20,979,- 
000,000, an increase of $614,000,000, 
over the preceding month. _Install- 
ment credit alone rose by $411,000,000 
at the end of August. 

The stiffer regulations were adopted 
following warnings by several members 
of the Reserve Board that the current 
emergency and attendant international 
responsibilities “require a _ garrison 
economy for the time being.” 

“Although some of the hysterical 
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“TIME OUT” is necessary in a football game, but for 
taking too much “time out” a team is penalized. 


A certain amount of time is necessary in clearing your 
transit items, but the less “time out’ required the more 
profitable it is to you ... and for excessive “time out’ you 


pay a penalty. 


That’s where Commerce speedy 24-hour transit serv- 


ice counts in your favor . 
days collecting time. 


. . by saving from one to three 
This feature plus direct sending of 


items that is unequaled in the United States recommends ' 


the Commerce to you. 


(Cmmerce Jrust Ompany” 


Capital Sands Coond 24 Millon Dollars 
KANSAS. CITY'S LARGEST BANK 


Established 1865 


MEMBER _FEDERAL DEPOSIT 
INSURANCE CORPORATION 


KANSAS CITY, MO. 
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buying has subsided, demand con- 
tinues in excess of supply in many 
lines,” R. M. Evans, Board member 
declared. 

“Unless demand is adequately re- 
stricted,” he warned, “the situation 
can become much worse if shortages 
actually develop. Even if all the slack 
is taken out of unemployment, there 
may well be a sharp drop in the labor 
and materials available for civilian 
goods as men are taken into the armed 
forces or diverted to defense produc- 
tion.” 

The September 9 regulation covered 
automobile installment credits of $5,000 
and less and other installment credits 
of $2,500 and less. The terms now 
required under the tightened Regula- 
tion W are as follows: 


Down Payments Maturities 
Automobiles 3314% down 15 months 
Television sets, radios 
and other major 
durables 25% down 15 months 
Furniture 15% down 15 months 
Home improvements 10% down 30 months 
Unclassified loans 15 months 


The Board said that its action was 
based upon consideration of reports 
from Federal Reserve Banks and other 
sources in the field in all parts of the 
country which reflect continued up- 
ward pressure on prices in the five 
weeks since the reissuance of the 
Regulation was announced on Septem- 
ber 8, 1950. 

“While the intensity of these pres- 
sures on the market varies somewhat 
from time to time the fact remains that 
the underlying inflationary forces are 
unabated and have been augmented 
by the continuing growth of bank 
credit,” the Board contended. ‘More 
vigorous application of regulation of 
installment credit, coincident with the 
imposition of the real estate credit 
controls, is therefore in order so that 
these and other credit measures may 
most effectively serve in the effort to 
hold the line until further fiscal meas- 
ures, as nearly as possible on a pay- 
as-you-go basis, and such additional 
credit measures as may be necessary 
can be brought into play.” 

The Reserve Board hastened to add 
that the tighter restrictions are not the 
final answer to the problem of re- 
stricted consumer goods. If conditions 
improve, the Reserve Board may relax 
the stringent credit terms. 


¢ o ¢ 


*V°° Loans Back Again 


The Federal Reserve Board has in- 
augurated the $2,000,000,000 guaran- 
teed loan program under the Defense 
Production Act of 1950, which Pres:- 
dent Truman authorized under ai 
executive order on September 9, 195! 
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BRANDT COIN COUNTER and PACKAGER 
— motor driven. Handles all coins from 


pennies to half dollars inclusive, also 
silver dollars if desired. A hand operated 
machine can also be supplied, 


Wodel Si 


BRANDT COIN SORTER and COUNTER 
— motor driven, Sorts and counts mixed 
coins, pennies to half dollars, inclusive. 
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A standard form of guarantee agree- 


ment has been prescribed by the 
Reserve Board to the Army, the Navy, 
the Air Force, the Department of 
Commerce, the Department of Agri- 
culture, and the General Services 
Administration. 

The new program, similar to the so- 
called ““V” loans of the Second World 
War, was adopted by the Reserve 
Board after consultations among the 
various guaranteeing agencies and the 
board of governors. 

Under the Defense Production Act, 
each of the guaranteeing agencies is 
authorized to guarantee loans made 


by banks and other lending institu- 
tions to individuals and private corpo- 
rations for the purpose of financing 
contracts and other operations which 
the guaranteeing agency considers 
necessary for the procurement of mate- 
rials and the performance of services 
for the national defense. In _ the 
administration of this program, special 
attention will be given to the financing 
requirements of small business enter- 
prises engaged in operations relating 
to the defense effort. 

The twelve Federal Reserve Banks 
are designated in the Executive Order 
as fiscal agents of the United States to 
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act on behalf of the guaranteeing 
agencies in the making of guarantees; 
and the Executive Order authorizes 
the Board of Governors, after consul a- 
tion with the guaranteeing agencies, 
to prescribe regulations governing the 
operations of the Federal Reserve 
Banks as such agents; rates and fees to 
be‘ charged with respect to guaranteed 
loans; and the forms and procedures 
to be utilized. 

In connection with the making of 
such guarantees, the following schedule 
of guarantee fees has been established: 


Guarantee Fee 
(Per cent of interest 
payable by borrower 


Per cent of on guaranteed portion 


loan guaranteed of loan) 
70 or less 10 
75 15 
80 20 
85 25 
90 30 
95 35 
Over 95 40-50 


The maximum rate of interest which 
may be charged with respect to a 
guaranteed loan is 5 per cent. 

“These actions make it possible for 
the several guaranteeing agencies im- 
mediately to provide such guarantees 
as may be necessary to facilitate the 
financing of defense contracts,” the 
Reserve Board declared. 

“In the formulation of policies and 
procedures there will be frequent 
consultations between the guarantee- 
ing agencies and the Board of Gover- 
nors for the purpose of achieving uni- 
formity and co-ordination to the 
greatest extent practicable. The pro- 
gram for assisting in the financing of 
defense contractors, especially the 
smaller manufacturers and_ business 
concerns, is expected to play an impor- 
tant part in carrying out the purposes 
of the Defense Production Act of 
1950.” 


New Farm Goats 


Increased defense spending and an 
uncertain international outlook has 
forced the Department of Agriculture 
to abandon its policy of smaller acreage 
for key commodities to reduce sur- 
pluses, and to go all out for more pro- 
duction. 

The key to the picture was the 
announcement by Secretary of Agri- 
culture Charles F. Brannan that all 
curbs on cotton production in 1951 
will be dropped. What the Depart- 
ment intends to do about other crops 
is not known, but it is generally believed 
that a 10 per cent boost for most crops 
will be sought. 

The ‘“‘about face’ in the two-year 
old policy will mean a drastic easing !0 
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the rigid acreage curbs which were put 
on basic crops. Secondly, the National 
Security Resources Board has been 
asked to give priority to producers of 
farm equipment in order to have 
ample machines on hand for the further 
mechanization of farms in the event 
this country is again involved in a 
global war. 

At the same time, and despite. the 
huge surplus of wheat, Mr. Brannan 
is not taking any chances with the 
wheat needs of this country and any 
countries which may align themselves 
with the United States in the event of 
war with Russia and her satellites. He 


has killed previous plans to trim 
wheat planting. 
Mr. Brannan wants farmers. to 


produce 150,000,000 more bushels of 
wheat next year, which means an 
extra 10,000,000,000 loaves of bread. 
With the projected increase, the wheat 
crop next year will be about 1,150,- 
000,000 bushels, compared with a 
little more than 1,000,000,000 turned 
out this year. 

As for corn, Agriculture Department 
planners want the farmers to increase 
their acreage by about 6,000,000 over 
this year to 90,000,000 acres. This is 
expected to produce a little more than 
3,200,000,000 bushels of the grain, 
against this year’s crop of 3,162,000,- 
000 bushels. The higher output is 
needed as a hedge against a runaway 
in the price of meat. 

In addition, Mr. Brannan believes 
that an increase in the amount of meat 
available for the consumer would halt 
the rise in the cost of this prime com- 


modity. Actually, the Agriculture 
Department wants the per capita 


production of meat to increase from 
6) to 66 pounds in 1951. 

Higher output is also sought for 
poultry and fruit. 


« ¢ o 


Savings Bond Problem 


Secretary of the Treasury John W. 
Snyder is now struggling with the twin 
problems of mounting redemptions of 
Series E bonds and the fact that almost 
$5,000,000,000 of the “Baby Bond” 
Series of the pre-war years are matur- 
ing between the end of this year and 
December 31, 1951. 

A special Treasury Department 
committee is now studying the prob- 
lem and about 25 to 50 proposals have 
been offered as to how to deal with the 
two problems. 

Mr. Snyder’s answer for the immedi- 
ate future is the launching this month 
of a new drive with the slogan, ““Now 
let’s all buy bonds,” with the American 
lag as the symbol. The savings bonds 
division is giving increased attention 
to the payroll savings plan. 

Leading industrialists have been 
drafied to work with the Treasury. 
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The selection of extra heavy H-H-M Bank Vault 
Doors and a Rotary Night Depository by the Irving 
Trust Company added another prominent bank to 
the imposing list of institutions, including ten Federal 
Reserve Banks, which have chosen Herring-Hall- 
Marvin vault equipment since 1945. 


You too, will want to know about H-H-M engi- 
neering features and craftsmanship before you decide 
upon new or additional vault equipment. For exam- 
ple: H-H-M Vault Entrances are engineered to be 
tied permanently into reinforced walls. New tech- 
niques for handling stainless steel, developed by our 
craftsmen, enable us to use it freely for preserving 
the unblemished beauty of your vault, and for cut- 
ting maintenance costs. Our Rotary Night Depos- 
itory is designed so that users’ hands are never in 
contact with the rotor while it is in motion. 


Write for a copy of our “Guide For Planning Bank 
Vaults.” Ask for information about H-H-M tamper- 
proof Night Depositories . . . new customer-building 
Drive-In and Walk-Up Windows . . . and, new 
24-Hour Depository for all depositors. Write today. 





HERRING -HALL-MARVIN SAFE CO. 


Builders of the world’s finest. . 


Transfer Files ©@ Safes @ 
Drive-In Windows ®@ Night 


HAMILTON, OHIO 


. Rotary Record Files @ Insulated Record Files © Steel 
Money Chests @ Vault Doors © Bank Vault Equipment 
Depositories @ Stainless Steel Hospital and Building Equipment 
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NATIONAL BANK OF DETROIT 


COMPLETE BANKING AND TRUST SERVICE 


RESOURCES 


Cash on Hand and Due from Other Banks 
United States Government Securities 
Other Securities 


STATEMENT OF CONDITION, OCTOBER 4, 1950 


$ 318,611,899.77 
672,586,372.96 
_ 117,671,860.03 





Loans: 
Loans and Discounts .... . . . §$ 241,239,387.71 
Real Estate Mortgages ...... 54,517,101.48 295,756,489.19 
Accrued Income and Other Resources F 5,258,413.95 
Branch Buildings and Leasehold Improvements 2,070,744.92 
Customers’ Liability on Acceptances and 
Letters of Credit 5,315,471.41 





$1,417,271,252.23 











LIABILITIES 

Deposits: 

Commercial, Bank and Savings. . . . $1,209,936,750.05 

United States Government .... . 75,985,107.92 

Other Public Deposits. . ..... 36,362,406.53 $1,322,284,264.50 
Bills Payable ......... 15,000,000.00 
Accrued Expenses and Other Liabilities 8,390,087.17 
Dividend Payable November 1, 1950 600,000.00 
Acceptances and Letters of Credit 5,315,471.41 
Capital Funds: 

Common Stock . .... . . . . $  15,000,000.00 

Ts «4 +e ss we we he we 45,000,000.00 

Undivided Profits ......... 5,681,429.15 65,681,429.15 








United States Government Securities carried at $114,198,752.13 in the foregoing 
statement are pledged to secure public deposits, including deposits of $10,379,599.36 
of the Treasurer-State of Michigan, and for other purposes required by law. 


$1,417,271,252.23 














HENRY E. BODMAN BOARD OF DIRECTORS 
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32 OFFICES IN DETROIT 


MAIN OFFICE—WOODWARD AT CADILLAC SQUARE 
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THE PERSONALITY SPOTLIGHT 











NOLAN HARRIGAN 


Added recognition has come to 
four top-ranking vice-presidents of 
Irving Trust Company, New York 
City. They have all been advanced 
to the newly created office of senior 
vice-president. The group includes: 

Philip F. Gray, the bank’s senior 
loaning officer. 

Nolan Harrigan, in charge of 
Irving’s domestic banking division. 

Hiram A. Mathews, who heads 
the company’s international bank- 
ing division. 

Carl A. Miller, 


in charge of 
Irving’s branch offices. 


¢ 


Kenneth C. Bell has been ap- 
pointed vice-president and cashier of 
the Chase Na- 





tional Bank, 
New York 
City. He suc- 


ceeds Albert J. 
Egger, who re- 
tires after more 
than 40 years 
of service with 
the bank. Mr. 
Bell, who for 
three years has 
been secretary 
of the Chase 
board of directors, has been a vice- 
president of the bank since 1942. 
In charge of the bank’s Insurance 
Department and vice-president of 
the Chase Safe Deposit Company, 
he has for many years been widely 
known in insurance and safe deposit 
circles. 

Mr. Bell’s entire business career 
has been with the Chase, which he 
joined in 1919. For eleven years 
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NENNETH C. BELL 








CARL A. MILLER 


beginning in 1937 he was a lecturer 
on insurance subjects at the Grad- 
uate School of Banking. 


o 


Walter Kasten, president and 
board chairman of the First Wiscon- 
sin National Bank, Milwaukee, col- 
lapsed and died suddenly at his desk 
on October 18. Seventy years old, 
he started his career with the bank 
in 1898 and had been president since 
1924. 


o 


Slated to become president soon of 
the $100,000,000 First-Mechanics 
National Bank, Trenton, New Jer- 
sey, is Harvey Emery, vice-presi- 
dent, Bankers Trust Company, New 
York City. On January 1 he will 
succeed James Ringold, who re- 
tires. 

Mr. Emery has been with Bankers 
Trust since 1945. During the war 
he was Special Assistant to the 
Assistant Secretary of the Navy for 
Air. Previously he had been an 
officer of several banks in Detroit. 

An outstanding college athlete, 
Mr. Emery while at Princeton Uni- 
versity captained the track and 
wrestling team and played tackle 
on the football team. 


o 


With final approval received for 
the merger of the Brooklyn Trust 
Company into Manufacturers Trust 
Company, New York City, all officers 
and employees of the former institu- 
tion have become members of the 
staff of Manufacturers. George V. 
McLaughlin, president of Brook- 
lyn Trust, is now chairman of the 


HIRAM A. MATHEWS 





PHILIP F. GRAY 


Irving Trust Company advances them to newly created office of senior vice-president 


executive committee at Manufac- 
turers, and George A. Barnewall 
retains the title of vice-president. 


o 


W. E. Lynam, formerly general 
auditor, has been elected vice-presi- 
dent and comp- 
troller of Wells 
Fargo Bank & 
Union Trust Co., 
San Francisco. He 
has been with the 
bank since 1906 
and has served as 
general auditor 
since 1936. S. G. 
Clark, formerly 
assistant auditor, 
has succeeded 
Mr. Lynam as general auditor. 





W. E. LYNAM 


o 


California Bank in Los Angeles is 
well known for its financing of perish- 
able foods, and one good reason for 
this is the fact that for 35 years it 
has had J. G. (Gus) Maulhardt as 
a member of the staff. Just about 
every produce man in Los Angeles, 
or most western shipping districts 
for that matter, knows of this 
veteran banker who has literally 
loaned billions of dollars to their 
industry. A vice-president, he heads 
the branch at Eighth Street and 
Central Avenue that has become 
known as the Produce Branch, in 
the heart of the market district. 
One thing that ‘Gus’ can never 
understand is why so many banks 
look with jaundiced eye on produce 
loans. He has through the past 35 
years made loans running into bil- 
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lions of dollars to produce growers, 
shippers and distributors and losses 
have been a trifling fraction of one 
per cent. A trade publication, ‘‘The 
Packer,” recently carried a lengthy 
yarn on Mr. Maulhardt whom they 
termed ‘‘the west’s best-known prod- 
uce banker.” 
* 


The two top-ranking leaders of the 
American Bankers Association this 
year lend emphasis to the fact that 
legal training is a pretty good back- 
ground for anyone desiring to get 
ahead in the banking business. 

Both the new A. B. A. president, 
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L. C. Bucher W. B. Gladney A. H. Davis 


W. A. Reckman 


R. R. McElvare J. E. Perry 


as RRR rae ae netic 


J.Q. McAdams C.E. Bennett G. Sturgeon 





J. W. White J. W. Remington’ R. H. Trott 


Outgoing A.B.A. division presidents congratulate new officers 


James E. Shelton, president of the 
Security-First National Bank of Los 
Angeles, and his  vice-presidential 
running mate, C. Francis Cocke, 
president, First National Exchange 
Bank, Roanoke, Virginia, were origi- 
nally trained in law. 

Mr. Cocke was a senior partner of 
a law firm before joining the First 
National Exchange Bank in 1927. 
He was elevated to the presidency in 
1938. Active in the Virginia Bankers 
Association, he was its president in 
1948-49. In the A. B. A. he has 
been a member of the Committee on 
Federal Legislation since 1941 and 
chairman of that committee since 
1946. He has also been chairman of 
the Federal Legislative Council since 
1946, and is a member of the‘A. B. A. 
Executive Council. 

Renamed A. B. A. treasurer by the 
Administrative Committee is Glenn 
L. Emmons, president First State 
Bank, Gallup, New Mexico. 

Following are the election results 
in the four A. B. A. divisions: 


National Bank Division. Presi- 


| dent, L. C. Bucher, president, of the 


Lincoln National Bank, Cincinnati, 
Ohio. Vice-president, Abbott H. 
Davis, New Haven Bank N. B. A., 


New Haven, Connecticut. 

State Bank Division. President, 
John Q. McAdams, president of 
the Winters State Bank, Winters, 
Texas. Vice-president, Guy Stur- 
geon, president, Bank of Commerce, 
Sheridan, Wyoming. 

Savings and Mortgage Division. 
President, William A. Reckman, 
president of the Western Bank & 
Trust Company, Cincinnati, Ohio 
Vice-president, Joseph Earl Perry, 
president, Newton Savings Bank, 
Newton, Massachusetts. 

Trust Division. President, Ray- 
mond H. Trott, president of the 
Rhode Island Hospital Trust Com- 
pany, Providence, Rhode Island. 
Vice-president, Joseph W. White, 
vice-president, Mercantile-Commerce 
Bank and Trust Company, St. Louis, 
Missouri. 

°o 

Two popular awards were made at 
the recent Fifteenth Anniversary 
Dinner for alumni of The Graduate 
School of Banking of the American 
Bankers Association. The Leonard 
P. Ayres Leadership Award was coi- 
ferred upon Carlisle R. Davis, vice- 
president of the State-Planters Bank 
and Trust Company, Richmond, 
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PAL BUSINESS PROFITS—You’ll be helping local busi- 
too, when you install a Mosler-Duplex Drive-In Window. 


ing service, any hour of the day, even when traffic and 


shopowners, route drivers— all businessmen— it offers quick 
‘rott 


lent, 
t of 
ters, 
tur- 
erce, 


ion. 
1an, 
k & 
Yhio 
ITY, 
ank, 


tay- 

the 
*om- 
land. 
nite, 
1erce 
ouis, 


king congestion are heaviest. 


THE SNORKEL... 





LUSIVE MOSLER- 
LEX CURB TELLER! 


It’s the patented Mosler- 
uplex unit! This exclusive 
Mosler-Duplex Curb Teller 
ves time for depositors — 
boosts business for you! 
nking facilities are located 
beneath the sidewalk, but 
visible to the depositor-in- 
0 through a special mirror 
gement. Street-level kiosk 
features teller door, two- 
way microphone, speaker, 
clock and call bell. An 
elevator with push-button 
controls quickly completes 
ction. ..It’s a modern 
miracle for customer 
convenience and banking 
efficiency. 


Mosler Safe c. 


Main Office: 320 Fifth Avenue, New York 1, N. Y. 
Offices in principal cities. Factories: Hamilton, Ohio 
Largest Builders of Safes and Vaults in the World 





















of the U.S. Gold Storage 
Doors at Fort Knox, Ky. 
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TESTED RESULTS! 


Mr. Russell J. Apgar, President, 
First National Bank, Roselle, 
N. J., writes: 

“In one year alone (1948) our 
bank handled 62,664 transactions 
through our Drive-In Window 
.-- Our customers like this new 
convenient service and we have 
had many new accounts as a 
result.” 


Mr. Howard Cooper, Cashier, 
Union National Bank of Lowell, 
Lowell, Mass., writes: 

“We find that for the last two 
weeks more than twelve hundred 
cars have used the Drive-In 
Window each week, which is in 
the vicinity of two hundred and 
fifty cars a day for a five-day 
week...It has filled the need that 
we have long felt in providing a 
place where our customers could 
make a quick deposit or cash a 
check without wasting time, 
finding a place to park or stand- 
ing in line at a teller’s window.” 


Mr. E. M. Kullgren, Cashier, 
The Colorado State Bank of 
Denver, writes: 

“We are happy to report that we 
are exceptionally well pleased 
with the operation of our Curb 
Teller. By increased demand, our 
customers have daily demon- 
strated their approval and we 
have served as many as 140 cars 
in a day.” 


Mr. Henry A. Barnes, Director, 
Traffic Engineering Section, 
City and County of Denver, 
Colo., writes: 

“_.. We feel that these 
installations are just good busi- 
ness for the City because we 
traded, in this instance, 3 parking 
spaces for 150 spaces, that would 
be necessary had the customers 
had to park their cars and enter 
the bank to carry on their 
business.” 





Virginia. William Powers, regis- 
trar of The Graduate School, re- 
ceived an honorary degree of Master 
of Arts from Rutgers University. 


¢ 


Orie R. Kelly, president of Law- 
yers Trust Company, New York 
City, has become 
a director and 
vice-president of 
Bankers Trust 
Company follow- 
ing the recent 
merger of the two 
institutions. Mr. 
Kelly will be in 
charge of New 
York City  busi- 
ness. The four 
offices of Lawyers 
Trust Company began operating as 
branches of Bankers Trust on Sep- 
tember 18, giving the bank a total of 
15 branch offices. 


¢ 


Albert W. Mills is now first vice- 
president of the Federal Reserve 
Bank of Minneapolis. Formerly 
vice-president and cashier, he suc- 
ceeds Oliver S. Powell who recently 
resigned to become a member of the 
Board of Governors of the Federal 
Reserve System in Washington, D. C. 





O. R. KELLY 


Prior to coming to the Federal Re- 
serve Bank in 1933, Mr. Mills had 
been cashier of the Pioneer National 
Bank of Duluth. He was also for- 
merly associated with the Minnesota 
State Banking Department. He was 
made assistant auditor of the Reserve 
Bank in 1938, auditor in 1941, cash- 
ier and secretary in 1942, and vice- 
president and cashier in 1947. 


+ 


Marvin R. Werve has been named 
a vice-president of the Live Stock 
National Bank, Omaha, and will 
remain in charge of the installment 
loan department. He joined Live 
Stock in 1946 from Household Fi- 
nance Company and was elevated to 
assistant cashier two years later. 


7 


Donald K. MacKenzie has been 
named assistant to the treasurer of 
The Prudential Insurance Company 
of America, Newark. He has had 
extensive experience in banking, in- 
surance and investment fields. Pre- 
vious to his Prudential appointment, 
he was an assistant vice-president 
with Bank of America. 


o 


Shown above are the new officers 
of the Association of Bank Women, 








Recently elected A.B.W. officers 


elected at the recent convention held 
in New York City... Left to right, 
they are: President, Miss Marion 
E. Mattson, - assistant cashier, 
Northwestern National Bank, Min- 
neapolis, Minnesota; vice-president, 
Mrs. Gladys R. Nisbett, vice- 
president, First State Bank, Dumas, 
Texas; recording secretary, Miss 
Esther E. Roberts, personnel assist- 
ant, First National Bank of Minne- 
apolis; and treasurer, Miss Paula 
Bruhn, auditor, Marine National 





Selling 


NATIONAL CITY BANK A) 
TRAVELERS CHECKS 


means 


THREE-WAY 





for your bank! 





PROFIT 


Constant source of new “contacts”. 
Many of the people who drop into 

your bank to buy safe, spendable NCB 
Travelers Checks are potential customers 
for your other banking facilities. 


Good will builder. In protecting 
the travel funds of your clients, you 
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continue service to them even when they 
are away from home. 


Maximum cash earnings. You retain 
ALL the commission on sales — 3%, of 1%! 


Upon request we will be glad to send you free 
newspaper mats, blotters, pamphlets, posters, 
and other promotional pieces. 

If you do not sell National City Bank 

Travelers Checks now, write for details. 


THE NATIONAL CITY BANK OF NEW YORK 
Finst in W. ould Wide Banking 


Head Office: 55 Wall Street, New York 15, N. Y. 


51 Overseas Branches * Correspondent Banks Everywhere 


Member Federal Deposit Insurance Corporation 


Burroughs Clearing House 
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@ Standard Federal Tax Reports — Complete, 
detailed, encyclopedic, the accepted reporter on 
federal taxes for revenue — “for the man who must 
have everything.” Swift weekly issues report and 
explain unfolding federal tax developments. 
Current subscription plan includes 6 loose leaf 
“bring-you-up-to-date” Compilation Volumes, and 
companion Internal Revenue Code Volume. 





LACH TOPS IN ITS FIELD 





WY Federal Tax Guide Reports — Concise, com- 
pact, understandable, here is the dependable 
reporter on the federal taxes of the ordinary cor- 
poration, the average individual, partnership, or 
business. One loose leaf Compilation Volume and 
matching Internal Revenue Code Volume included 
without extra charge to start new subscribers off 
on the right foot. 


@ Federal Tax Course—1946-1947 Edition—Authentic tax train- 


W947 a ing, brush-up, and reference course in one handy volume. Explains 
A v5: DE federal taxation, with emphasis on income tax and withholding 
A . 4 
g 1047 collection methods, under current laws up to date of publication. 
another hor based 
honey "Eederal Re Write f 
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Garrone. SS ges COMMERCE) CLEARING) HOUSE; ING, 
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Exchange Bank, Milwaukee, Wis- 
consin. 

Winner of the Jean Arnot Reid 
Award presented annually by the 
association was 
Miss Barbara 
Pendleton, in 
charge of the dis- 
count department 
at the Grand 
Avenue Bank of 
Kansas City, Mis- 
souri. The award, 
consisting of an 
engrossed scroll 
and $100 in cash, 
is presented each year to one of ten 
women graduates of the American 
Institute of Banking with the highest 
scholastic average. 





nat 
B. PENDLETON 





* 


Rodman Ward, vice-president 
and trust officer of the Equitable 
Trust Company, Wilmington, Dela- 
ware, is now vice-president in charge 
of its trust department. In that post 
he succeeds Vice-president James 
W. Allison, who has been head of 
the trust department since he entered 
the service of the Equitable in 1936. 

Mr. Allison will continue as a vice- 
president until the end of 1950, when 
he will retire from active service. 
However, he will remain as a director 


of Equitable and a member of the 
trust committee of its Board. Mr. 
Allison is a former president of the 
Trust Division of the American 
Bankers Association. 


Sf 


J. Mills ‘‘Pete’’ Easton, second 
vice-president and manager of adver- 
tising and public relations, The 
Northern Trust Company, Chicago, 
has been retired under the bank’s 
pension plan after twenty-five years 
of service. He was the first president 
and one of the organizers of the 
Chicago Financial Advertisers and 
has been an officer and for many 
years was a director of the Financial 
Public Relations Association. For 
three years he has been a lecturer at 
the Central States School of Banking 
at the University of Wisconsin. 


¢ 


Stewart Forshay has been elected 
a vice-president of Excelsior Savings 
Bank, New York City. He has been 
a trustee of the bank since 1934. 


e 


Eugene McElvaney, vice-presi- 
dent of the First National Bank in 
Dallas, was honored by Texas oil 
men recently, at the Texas Mid- 
Continent Oil & Gas Association’s 























meee 
OF DETROIT 
> DIRECTORS -" 
CHARLES K. BARTOW CHARLES A. KANTER 
Senior Vice President, Chairman of the Board, 
Manufacturers National Bank Manufacturers National Bank 
ERNEST R. BREECH GEORGE W. KENNEDY 
Executive Vice President, President, 
Ford Motor Company Kelsey-Hayes Wheel Company 
B. J. CRAIG CLIFFORD B. LONGLEY 
Secretary and Treasurer, Bodman, Longley, Bogle, 
The Ford Foundation Armstrong & Dahling 
GEORGE R. FINK bate ede i eeu 
President, National Steel Corporation —_ vig 
Manufacturers National Bank 
BENSON FORD JAMES W. PARKER 
Vice President, Ford Motor Company ; 
President, 
E. M. FORD The Detroit Edison Company 
Chairman of the Board, MURRAY W. SALES 
Wyandotte Chemicals Corporation President, 
HENRY FORD II Murray W. Sales Investment Co. 
President, Ford Motor Company HENRY H. SANGER 
SHERWIN A. HILL WESSON SEYBURN 
Hill, Essery, Lewis & Andrews President, Wesson Estates 
Member Federal Deposit Insurance Corporation 
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MR. McELVANEY, right, receives scroll 


Oil men honor Dallas banker 


3ist annual meeting with a scroll 
expressing appreciation for his many 
years service as treasurer. Mr. Mc- 
Elvaney has been one of the leading 
bankers in the nation in financing 
petroleum industry operations. 


7 


The Frost National Bank of San 
Antonio, Texas, has had the following 
changes in its personnel: 

H. T. Hebdon has been promoted 
from cashier to _ vice-president, 
George Riebe from assistant cashier 
to assistant vice-president, Norman 
M. Saathoff to cashier from assist- 
ant cashier. T. C. Frost, Jr., is now 
assistant cashier. 

7 


Election of Gordon Crossett as 
a vice-president of The First Na- 
tional Bank of 
Memphis, Tennes- 
see, has been an- 
nounced. Mr. 
Crossett was ad- 
vanced from as- 
sistant vice-presi- 
dent, a post he has 
held since 1946. 
In charge of the 
bank’s municipal 
bond business 
both in Tennessee and Arkansas he 
is widely known, having attended 
nearly 500 conventions and bankers’ 
meetings. 














G. CROSSETT 


o 


Thomas C. Drake, formerly as- 
sistant vice-president of The Cana- 
dian Bank of Commerce, Winnipeg, 
has been appointed assistant to 
President George Smith of The 
Canadian Bank of Commerce (Cali- 
fornia) at San Francisco. Mr. Drake 
succeeds D. H. A. Cruickshank, 
recently named assistant manager of 
The Canadian Bank of Commerce in 
London, England. 

S 


Nominated as the next president 
of the United States Savings aid 
Loan League is Walter J. L. Ray, 
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Sure, your bank is probably using microfilm... 
taking advantage of its protection, economy and 


convenience. But to what extent? 


How about the records that safeguard the inter- 
ests of your stockholders and of your employees 
... that define the structure of your bank as a 
going concern . . . that detail the obligations to 
depositors and trust department customers? 
Where would you stand if these records were 
destroyed or seriously damaged? 


ed ® 
WHEREVER THERE’S BUSINESS THERE’S urroug Se, Burroughs 


November, 1950 





High-speed recorder. Three reduc- 
tion ratios available. Photographs 
fronts and backs of documents side 
by side on 16 mm. film, or at the 
flick of a switch, converts to 8 mm. 
photography of fronts only up one 
side of the film and down the other. 


th burroughs Microlilming— 


Microfilming a// important records for protec- 
tion, as well as for economy of storage space and 
convenience of reference, is just good practice in 


any business. 


Your Burroughs representative will be glad to 
show you how it can be done, quickly and 
economically, with the finest in modern micro- 
film equipment—built by Bell & Howell to main- 
tain a tradition of leadership in fine photog- 
raphy. Why not call Burroughs today? 


55 





president, Standard Federal Savings 
and Loan Association, Detroit, Mich- 
igan. He is slated to be elected on 
November 30 in the League’s annual 
convention in Washington, D. C. 

Ben H. Hazen, president of the 
Benjamin Franklin Savings and Loan 
Association, Portland, Oregon, has 
been nominated for the national 
vice-presidency. 

t 

Jack F. Glenn, a partner in the 
investment banking firm of Courts 
& Company, has 
been elected as- 
sistant vice-presi- 
dent and a direc- 
tor of the Citizens 
& Southern Na- 
tional Bank, At- 
lanta. Mr. Glenn 
comes from a com- 
mercial banking 
family. His father, 
the late William 
H. Glenn, played a 
leading role in the business and civic 
life of Atlanta for nearly half a 
century. His uncle, Thomas K. 
Glenn, was president of the Trust 
Company of Georgia. 





J. F. GLENN 


a 


The Anglo California National 
Bank of San Francisco has an- 











E. M. LANDIS 


Head office promotions by Anglo California National Bank 


nounced the following promotions 
at the head office: 

Joseph J. Pausner has _ been 
named vice-president, in charge of 
the bank’s consumer loan activities. 

Edward M. Landis becomes vice- 
president in charge of over-all con- 
tract department operations. Be- 
fore joining the bank in 1948 Mr. 
Landis was with General Motors 
Acceptance Corporation in Chicago. 

George W. Heuermann steps 
up from assistant vice-president in 
charge of the credit department to 
vice-president, with duties as a 
general officer in the bank’s loaning 
division. 

John R. Dryden has been ap- 
pointed manager of the credit de- 





G. W. HEUERMANN J. J. PAUSNER 

















| cage bankers appreciate the fact that high- 
quality glass directional signs are a link in the “moving 
chain” of better customer service. 

Bankette’s Cristalglo edge-illuminated glass signs are 
in greater demand as it becomes more widely known that 
glass will retain its brilliancy indefinitely. It is less liable 
to scratch ... and will not warp. 

Since 1925 Bankette has been a leader in modern signs 
3 .. for both directional and advertising purposes. 


Write for our booklet 


“Light the Way to Efficient Operations” 


THE BANKETTE company 


INCORPORATED 


127 Federal Street 


Boston 
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E. J. SCHNEIDER J. R. DRYDEN 


partment and promoted to assistant | 
vice-president. 

Edward J. Schneider has been | 
named assistant vice-president. For- 
merly he was sales manager of the | 
Moore Dry Dock Company. 

Ernest I. Jager takes over the 
duties of manager of the contract 
department at the Oakland main 
office. 

e 


Joe Crail, left, president of the 
Coast Federal Savings and Loan 
Association, Los Angeles, is shown 
being congratulated by Frank C. 
Noon, vice-president and manager of 














Noteworthy goal reached 


the Los Angeles office of the Federal 
Home Loan Bank of San Francisco 
upon his announcement that Coast 
Federal had reached the $100,000,000 
mark in total resources. According 
to Mr. Crail, this makes his associ- 
ation the largest in the country. 


¢ 


New executive vice-president ol 
the West Side Bank of San Antonio, 
Texas, is W. R. Garner, former 
assistant cashier of the Alamo Na- 
tional Bank, also of San Antonio. 
The office is a newly created post. 
Mr. Garner is a veteran of 27 years 
in the banking business. 


¢ 


There have been five changes 
official titles at the First and Mer- 
chants National Bank of Richmo:d 
(Virginia). John D. Whitehurs', 


Jr., and T. Norman Muhlfeld ha 
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FERGUSON HIGH LIGHTS 


e Over a half million tractors incor- 
porating the Ferguson System sold 
since 1939. 

e A broad line of over 60 quality en- 
gineered implements for virtually 
every farming need. 

e Ferguson Tractor now produced in 
“World’s Most Modern Tractor 
Plant” at 72-acre Ferguson Park, De- 
troit, Michigan, and in Coventry, 
England. 

e Distribution in over 65 countries 
throughout the world. 

e Rapidly expanding dealer organiza- 
tion with some desirable territories 








MODERN pactory... (duiiliy Aye 


Today’s modern farm is to the rural community what the big 
industrial plant is to the city! 

Both are “factories”. Only major difference is that one pro- 
duces food and fibre . . . the other, airplanes or automobiles. 

To and from each flows the very life blood of the economic 
wealth of the community and the city. 

To Main Street, it is vital that the hundreds and thousands of 
farm “factories” in its orbit be conducted efficiently, profitably. 
Essential to such operation are—lower production costs and 
increased profits for the farmer . . . lower food costs for the 
consumer. 

Modern, mechanized farm equipment is indispensable to the 
achievement of such a goal. To this end, the revolutionary 
Ferguson System of Farming was dedicated more than ten years 
ago! Today, this System is an integral part of the new Ferguson 
Tractor and Ferguson System Implements. 

If you are interested in how the Ferguson business makes its 
contribution to the economy of your “Main Street”, may we sug- 
gest you write Mr. Horace D’Angelo, Executive Vice-President, 
Harry Ferguson, Inc., 3641 E. Milwaukee, Detroit 11, Michigan. 





Ask to see and hear the complete story 
about Harry Ferguson, Inc., its plan, 
philosophy, products, engineering and 
merchandising. 











Copyright 1950 by Harry Ferguson, Inc. 


FERGUSON TRACTOR and FERGUSON SYSTEM IMPLEMENTS 


November, 1950 
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ON A 


Davidson 


FOLDING MACHINE 


That’s because one girl with a Davidson can do 
the entire job .. . fold your monthly statements, 
form letters, advertising literature, bulletins, 
etc. at a fraction of the cost of manual folding. 

Any girl can easily operate a Davidson and 
do the work of from 10 to 20 girls. No over- 
time . . . no upset office routine . . . no delayed 
mailings. It makes a variety of parallel folds 
. .. handles light and heavy paper from 3” x 
3” to 10” x 14”. Sturdy, precision construction. 
And ... even though you use it but once a 
month it will quickly pay for itself. 

Write for our new “fact book” on folding 
costs. See how much you can save. 


DAVIDSON CORPORATION 


A SUBSIDIARY OF MERGENTHALER LINOTYPE COMPANY 
1042-46 West Adams Street, 
Chicago 7, Illinois 


A few of the folds produced 
on the Davidson 


Automatic continuous load 
feeder. Load may be 
replenished without 
interrupting operation. 


Table model also available ~ 











Left to right: F. B. TOLSON, Jr., T. N. 
MUHLFELD, J. T. MARSTON, Jr., W. W. 
PENDLETON and J. D. WHITEHURST, Jr. 


Recognition in Richmond 


been advanced from assistant vice- 
presidents to vice-presidents, and 
F. B. Tolson, Jr. and J. T. Mars- 
ton, Jr., from assistant cashiers to 
assistant vice-presidents. William 
W. Pendleton has been named 
assistant cashier. 
a 


D. Owens Thurman, supervisor 
of consumer credit for the First 
Security System of 
Banks, has_ been 
elected vice-presi- 
dent of the First 
Security Bank of 
Utah, National 
Association. Mr. 
Thurman joined 
First Security Cor- 
poration as assist- 
ant to the super- 
visor of consumer 
credit. A year 
later he was made head of the de- 
partment for First Security Bank of 
Utah, N. A., and the First Security 
Bank of Idaho, N. A. Mr. Thurman 
will continue to serve as supervisor 
of consumer credit, with official 
headquarters in Salt Lake City. 











D. O. THURMAN 


> 


Rupert Kuhne has been pro- 
moted to vice-president and cashier 
of the Columbia 
Branch of the Citi- 
zens and Southern 
National Bank of 
South Carolina. 
Mr. Kuhne _ has 
been with the C. 
and S. system since 
1929, joining it as 
a general clerk, ad- 
vancing to assist- 
ant cashier, and 
becoming cashier of the Columbia 
Branch in 1946. 








R. KUHNE 


o 


Irving L. Greene, former assist- 
ant general sales manager of The 
Todd Company, bank supply manu 
facturers, has become general sales 
manager of Gerlach-Barklow Com- 
pany, Joliet, Illinois, advertising 
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uncle for mouther 
desk Pen Set 


ALWAYS READY TO WRITE 
HOLDS A FULL OUNCE OF INK 


b CAN'T LEAK—WON’T FLOOD 
» PERFECTLY BALANCED PEN 







. 


| MAIL THIS 








KOUPON TODAY 





-- TOGETHER 





WITH YOUR 





LETTERHEAD 
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at A A A A a ST See See ee NN 


against 


spillage 


"Ink-locked”’ 


. accidental 


Single Sets 
$3.75 and $4.25 
(slightly higher in Canada) 







Choice of black, 
clear, green, gray, 


or maroon. 


Choose The Right Poiut 
For “She Way You Write 


With Dip-Less 444 Desk Pen Sets you have your choice of world- 
famous Esterbrook Points—the world’s largest variety of point 
styles. You can choose the precise point for your kind of writing .. . 
for your particular writing job. There are specific points for short- 
hand, bookkeeping, accounting, manifolding—points even for left- 
handed writers! And . . . should you ever damage the point of your 
Dip-Less Pen . . . you can get a new one at any pen counter. You 
can even screw in this new point yourself! 


FREE TRIAL COUPON 


THE ESTERBROOK PEN COMPANY, 
Cooper Street, Camden, N. J. 


Please send me a new Dip-Less 444 Desk Pen Set. It is understood 
that I may use the set for 10 days and then return it to you—without 
obligation—if I do not care to keep it. If I elect to keep the set it is 
understood that your representative will call. 


NAME 
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STREET 
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NAME OF STATIONER 
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SEATTLE-FIRST NATIONAL BANK 


STATEMENT OF CONDITION 
At Close of Business October 4, 1950 


Resources Totals 
Cash and Due from Banks . . $161,028,809.74 


United States Government 


Securities . 83,401,331.03 
Obligations of Federal. 

Agencies 11,625,495.00 
State and Municipal 

Securities . 68,267.271.08 


Other Bonds and Sen esities . 
Loans and Discounts . 


3,925,253.70 $428,248,160.55 
244,.997.346.63 





Federal Reserve Bank Stock 720,000.00 
Bank Buildings, Vaults, Furniture and 
Fixtures, etc. 5,118,285.47 


Interest Earned Not Reisen - . ; 
Customers’ Liability under Letters af C soil 
and Acceptances . 


2.070,353.29 


ae a 3.002,660.45 
TOTAL ......... + « $684,156,806.39 











Liabilities 
Capital Stock . $ 12,000,000.00 
Surplus . 12,000,000.00 


Undivided Prefs 


Reserves for Contingencies . 


7,590,600.00 

9.445,668.59 $ 37,036,268.59 
1.678.501.58 
3,500,000.00 
2,110,749.73 
3,002,660.45 





Reserves for Interest, Taxes, etc. 
Federal Funds Purchased . . . 
Discount Collected Not Earned . 

Letters of Credit and Acceptances . 











Deposits 2 636.828.626.04. 
TOTAL .......2+ + + « $684,156,806.39 
Board of Directors 
Lawrence M. Arnold Thos. F. Gleed B. A. Perham 
J. H. Ballinger P. E. Harris W. G. Reed 
Henry Broderick L. C. Henry Wilbur W. Scruby 


Frank H. Brownell, Jr. 
Charles F. Clise 


Alfred Shemanski 
Elbridge H. Stuart 


Charles H. Ingram 
W. M. Jenkins 











Earl D. Doran Eric A. Johnston J. A. Swalwell 
Joel E. Ferris Richard E. Lang George Van Waters 
O. D. Fisher Clarence D. Martin Katheryn Wilson 


Russell Miller 

















SEATTLE-FIRST NATIONAL BANK 


MEMBER FEDERAL DEPOSIT INSURANCE CORPORATION 























specialty manufacturers. This firm 
has organized a new bank advertising 
division to provide low-cost satura- 
tion advertising for financial institu- 
tions and also a special consultation 
service in connection with bank 
anniversaries and similar events, 


¢ 


When the annual fishing derby is 
held in the fall season at Port 
Angeles, Washington, it seems from 
the view below that banking is 
pretty well forgotten. At the left is 
Vice-president Roy S. Jensen and 





It’s banking versus fishing 


beside him is President Jim Phil- 
lips, Jr., of the First National Bank, 
all set with salmon rods and the 
required salmon derby hats. 

Each year the Port Angeles Sal- 
mon Club holds its annual fishing 
derby. It is the big event of the 
year with thousands of fishermen 
trying for a “‘big one.’’ The bank’s 
‘‘Derby Courtesy Car’”’ shown in the 
picture is equipped with a two-way 
radio and is used to meet fishermen 
at the incoming planes, busses and 
boats and take them to the Salmon 
Club for registration. With the 
radio a blow by blow account of 
the derby progress is broadcast from 
the water front. 

The derby run-off is held each fall 
and Messrs. Phillips and Jensen 
suggest that in future years if any 
bankers are in the vicinity of the 
famous Olympic Peninsula during 
the season they should come to Port 
Angeles to try for some of the, big 
cash prizes. 

+ 

Walter Hartmann of Havana, 
Cuba, has been elected a vice-presi- 
dent of the American Trust Com- 
pany, New York City. He will be 
the bank’s Cuban representative. 

Mr. Hartmann is president of th 
investing firm of Cia de vacate Reet 
Harla S. A., Havana, and treasurer 
of Cia de Financimiento Cidac S. A., 
Havana, a leading automobile [i- 
nance company. He is also presi- 
dent of Cia Importadora de Autos y 
Camiones S. A., Havana, general 
agents for Chrysler and Plymouth 
cars and Fargo trucks in Cuba. 
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CANADIAN BANKING 








Farm Aid 


The Canadian Bank of Commerce 
has started a farm business promotion 
program, with the issuance of colorful 
booklets for farmers on a variety of 
topics. The booklets, which have 
cartoon illustrations, are designed to 
show farmers how bank loans can be 
of help to them in improving their 
operations. 

The first of the series deals with use 
of tractors for farms, and is entitled 
“More Power To You. Modern Ma- 
chinery on the Canadian Farm.” Based 
on material supplied by government 
farm economists, the booklet is writ- 
ten for the farmer in everyday lan- 
guage, without scientific terms. It 
shows what equipment should be ob- 
tained, how far mechanization should 
be carried out, how to get the most 
value out of farm machinery, co- 
operative ownership of tractor-driven 
equipment by small farms, and how to 
keep equipment in good repair. Loans 
for the purchase of farm machinery, 
and other bank services for the farmer, 
are discussed at the back of the book- 
let. 

The second booklet deals with 
family farm business agreements, and 
how to retain members of the family 
on the farm. It emphasizes the need 
of written agreements and bookkeep- 
ing, and outlines the best methods of 
transferring the farm to sons and 
daughters by gradual steps. The 
third booklet deals with modern meth- 
ods of pasture improvements and con- 
servation, and is entitled “‘Pasture on 
the Production Line.’’ The back page 
of each booklet shows a farmer and his 
son, with a modern car in the back- 
ground, walking to their branch of 


By JAMES MONTAGNES 
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FAMILY FARM BUSINESS AGREEMENTS 


An informative series of bank booklets for farmers 


The Canadian Bank of Commerce. 

Advertising is used in rural publica- 
tions to announce the booklets, three 
more of which are to be issued in the 
spring. Initial printings of 100,000 
copies of each booklet in English have 
been planned, and a French transla- 
tion is also to be issued for use in 
Quebec, and areas of Ontario, Mani- 
toba, Saskatchewan and Alberta where 
there are predominantly French-speak- 
ing rural populations. 


* « ¢ 


Mobile Bank Unit 


Some months ago, during a business 
trip to Britain, a senior executive of 
The Canadian Bank of Commerce was 
impressed with the mobile banking 
service offered by several British bank- 
ing houses. His first encounter with 
this modern banking feature was at a 
trans-Atlantic air terminus outside 


Canadian Bank of Commerce introduces mobile banking unit 














November, 1950 


i ~ KEEPING THE FARM IN 
Sit THE FAMILY 























London. As he stepped off his air- 
plane, he virtually stepped into a 
branch of the Midland Bank on wheels. 

When The Canadian Bank of Com- 
merce was recently faced with the 
problem of what sort of facilities to 
erect at the four-day international 
plowing match, held this year in mid- 
October near Alliston, Ontario, it was 
decided to use a mobile banking unit 
similar to those in operation in Britain. 
Attendance at the plowing event was 
about 200,000 people. An order was 
placed with a Toronto trailer manu- 
facturing firm to construct a complete 
bank in miniature suitable for attach- 
ing to a passenger car. 

The trailer is “Mobile Unit No. 1” 
in the bank’s plan to use this new type 
of bank service. The trailer has an 
over-all length of about 28 feet and is 
of steel and wood frame masonite con- 
struction. The interior is paneled in 
heavy plywood. Ample customer space 
is provided. There are two teller 
wickets, an accounting space fitted 
with filing and stationery cabinets, a 
compact manager’s office which con- 
verts to sleeping quarters, a reinforced 
space for the safe, and a rest room. 
Entrance is gained through double 
doors at the rear. The mobile unit 
has its own lighting facilities, can be 
heated, and is fitted with electric 
brakes. When on location it is stabi- 
lized by internally controlled jacks. 

The bank will not use the mobile 
unit solely for the provision of banking 
service. Where occasion permits, a 
full service will be rendered by a man- 
ager and staff of three, and the unit 
will be treated as a sub-agency, with 
cash being transferred in the usual 
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Effective 
Pacific Coast 
Banking Service 


Because each of our offices enjoys a long- 
established intimacy with its own area, our 
service everywhere is keyed to the tempo 
of local business as well as to our Tri-state 
operation. 





CALIFORNIA 


San Francisco 








(Head Office) 
OREGON 


Portland 


WASHINGTON 
Seattle and Tacoma 














As a customer of any one of our offices you 
receive the effective information and service 
facilities of a// our offices, in accordance 

with your needs—local or Coastwide. 





In addition, our private wire service makes 
it possible for active or reserve funds to 
become immediately available at any or all of 
four principal Pacific Coast ports. 


SAN FRANCISCO 
Head Office: 400 Catirornia STREET 
Mission Branch: 16TH & JuLian AVENUE 


Federal Deposit 
Insurance Corporation 
































THE BANK OF CALIFORNIA 


NATIONAL ASSOCIATION 
Incorporated in 1864 


WY OANK _— 


eee 20 © AML AGMOUMeeeeeeeeee eee 








Bank or MonrTREAL 


New York --64 Wall Street Chicage--27S.LaSalleStreet San Francisca - - 333 California Street 


550 Branches 4Aoeness Canada + Resources Exceed $2 Billion 
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manner to the nearest permanent! 
branch. Otherwise, the mobile nit 
will be towed to such gathering: as 
country fairs, where the attend: nce 
may be small, but where the fac lity} 
can be used as an educational medi. } 
It is also felt that the mobile uni! will 
be useful in emergencies, or in ena!jing 
the bank to set up temporary service 
where required such as at new mining 
developments. Educational materia! 
and displays are now being developed 
for use in the trailer. The success of 
the first unit will determine whether 
similar trailers will be ordered for use 
in the Atlantic coast provinces, on ihe 
prairies and on the Pacific coast. 


¢ ¢ o 


Drive-In Banking 


First drive-in bank in eastern Can- 
ada is now being built by the Bank of 
Montreal in Montreal, at a busy traffic 
junction. The new branch will have 
a special drive-in, bulletproof wicket, 
to allow banking without leaving the 
car, and a parking lot in the rear of the 
branch for customers who transact 
their business inside the branch. 


* ¢ 7] 


New Rules Book 

The Royal Bank of Canada _ has 
completed revision of its “Rules and 
Instructions” book, the first since 
1931. Revision was started in 1947, 
and the new loose leaf books have now 
been distributed to the Royal’s 730 
branches. The new book features not 
only a loose leaf binder format, bu! 
also a visible tab index, simplifiec 
reference and ample space for future 
additions and amendments. 

The task of revising the book has 
been in the hands of the Routine 
Department, which has incorporated 
suggestions from all parts of the 
bank’s system. All rules had to be 
revised and renumbered for reference 
purposes, then checked and _ cross- 
checked, before the various pages were 
prepared for the printer. The pages 
were printed in the bank’s own print- 
shop at the head office at Montreal, 
where pages were punched for the 
binders and collated by a staff of five 
girls sitting around a revolving table 
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Trust Merger 


Victoria Trust and Savings Com- 
pany, head office Lindsay, Ontario, 
and Grey & Bruce Trust & Sav- 
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ings Company, Owen Sound, Ontario. 
have been merged to form the Victoria 
and Grey Trust Company. The new 
company will continue to operate the 
branches of the two former orgat!:2a- 
tions in central Ontario. Vicioria 
Trust started business in 1895 and 
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snent{ Grey and Bruce Trust in 1899. The 

init) amalgamated company will have assets 
©. gsi of about $37,000,000. Pooling of 
dance} assets will provide wider diversifica- 
cility) tion, and is expected to result in in- 
diam.) ereased business and earnings. 

will + ¢ + 
Ubiing 


wh a Personnel 
te ial Charles St. Pierre, for many years 

ed| general manager of the Banque Cana- 
ess of | dienne Nationale, head office Mont- 
ether} real, has been elected president and 
yr use? managing director. Ulric Roberge, 
yn the} assistant general manager since 1947, 


Can- 
ink of 
traffic 

have 
‘icket, 
ig the 
of the 


insact |} CHARLES ST. PIERRE —ULRIC ROBERGE NOW eee A NEW CUMMINS 
has been promoted to general manager. 
Mr. St. Pierre, now 64 years old, or an $e 


started with the bank as a junior, and 


gradually rose to the post of general 
a has} manager in 1936. In 1941 he was 








S and elected president for a two-year term Hand Operated — Portable —Low Priced 
since} of the Canadian Bankers’ Association. | 

1947.) Most of his banking life has been spent Protect your bank, employeesand manently cancels up to twenty 
e 790 in Montreal, but for one year during | depositors against re-use of checks checks at one easy stroke .. . no 
- he » Rire 7 Te 2 vac ctats 

= the First W orld War he sn stationed | with this new CUMMINS 900! Rug- skips or misses. Perforates ‘Paid’ 
es nol} at the bank’s branch at Winnipeg. | dl ia: dieaidias Windies ail Dat d ABA Nie, a: staat 
t, but] Mr. Roberge started with the bank ee ee ee ee a 
plifiec] at 16 years of age in 1911, when the | your letterhead .. . portable, light size. Eliminates dangerously faint 
future} bank was known as La_ Banque | weight and readily adaptable for ink-stamp cancelations that tempt 


d’Hochelaga. After various posts he 
kK has} became an inspector in 1920, and 
oulines assistant chief inspector in 1925, 


any bank operation, largeorsmall. fraudulent re-use. No contingent 
It can be carried to every job and liability as with ink stamp cancel- 


orated# traveling widely through Quebec Prov- | easily operated by bookkeepers ations. The CUMMINS 900 is posi- 
f thef ince to visit the bank’s branches. Ten | while posting. Cummins 900 per- _ tive, fast, and safe! 
to be 


years later he became chief inspector, 




















erences a post he occupied until 1947 when he | 
. ae | e 7 
cTOSS-F became assistant general manager. | In Business and Banks Since 1887 
Ss were | 
pages ° 
print- O. E. Manning has been appointed 
ntreal.} public relations officer and manager of 
. . | 
or the the new business | FIGH SB FRAUD 
. - Sy department of the 
ane Canada Permanent : 
Trust Company, | Originators of rene Uses for Permanent Marking 
with head offices in a TN . 
Toronto. He was 1 " 
formerly vice-presi- FREE FIVE DAY TRIAL AND Cummins Business Machines Corp., Chicago 40. Dept. BUR-11 : 
Com- dent and _ general DEMONSTRATION—Here’s |; 5 Please send me, without obligation, complete infor- ! 
ntario, manager of the Grey an opportunity to let your aan about the new Cummins 900 Perforator for bank ; 
Sav- & Bruce Trust & bookkeeper try the new CUM- ! ’ 
ntario, O. &. MANNING Savings Company, MINS 900 check canceler .. . | ha ate Rn SS ne ae a ts hs > 1 
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‘te the} Of the Financial Public Relations principal cities (New York BA 1! Address... 1 
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Sleep comes easy to bankers who are 
protected by BBB No. 24! They know 
they have the broadest coverage avail- 
able against loss of money, securities 
and other property. 


BBB No. 24 is the most modern, 
most thoroughly protective form of 
Blanket Bond for Bankers. For in- 
stance, its coverage applies automati- 
cally to all the Insured’s offices and/or 
branches in existence when the bond is 
written, or later established, unless they 
are specifically excluded by location. 


Insurance Company of North America, founded 
1792 in Independence Hall, is the oldest American 
stock fire and marine insurance company. It heads 
the “North America” companies which meet the 
public demand for practically all types of Fire, 
Marine and Casualty insurance, Fidelity and 
Surety Bonds. Sold only through Agents or Brokers. 











When a banker sleeps like a baby 


The bond covers not only the named 
Insured, but also all nominee partner- 
ships composed of officers and em- 
ployees. The list of contingencies 
specifically insured against is strength- 
ened by the words “through being lost 
or otherwise made away with.” 


Investigate all twenty-three features 
of BBB No. 24. Ask an Agent of In- 
demnity Insurance Company of North 
America to give you all the facts. If you 
don’t know who he is, write us, and 

2 ‘ : 
we'll be glad to introduce him to you. 


INSURANCE COMPANY OF 


NORTH AMERICA 


COMPANIES, Philadel hia 


Insurance Company of North America 
Indemnity Insurance Company of North America 
Philadelphia Fire and Marine Insurance Company 
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THE BOOKLET COUNTER 














These beoklets are available upon 
request, free of charge or obligation, 
under an arrangement whereby the 
requests are referred promptly to the 
producers. Simply address requests 
on bank or company letterhead to 


Booklet Editor 
Burroughs Clearing House 
Detroit 32, Michigan 











How to Live and Save... In 
these days of increased taxes and rising 
living costs it is to the advantage of 
banks to help their depositors adjust 
spending to income. With this in mind 
a flexible budget plan for controlling 
family finances without the necessity 
for keeping minute records of all small 
expenditures, has been written for 
general distribution by banks. 

The booklet is credited with being 
useful in attracting new accounts and 
establishing sound banking relations 
with customers eager for suggestions 
as to how to begin a simple, workable 
plan for their family finances, obtain 
a realistic picture of their financial 
condition, and improve it by careful 
planning. 


Loans At Work. . . The Interna- 
tional Bank for Reconstruction and 
Development has issued a_ booklet 
which utilizes photographs to show 
the bank’s loan activities in 15 of its 
member countries. The 24-page book- 
let gives a pictorial record of World 


World Bank activities 





International Bank for 


Reconstruction and Development 





November, 1950 


Bank loans at work, indicating the 
scope of the bank’s lending operations. 
From one to four pages are devoted to 
each of the countries which have been 
aided by the bank. In the foreword, 
Eugene R. Black, International Bank 
president, tells how the bank aids and 
encourages the international flow of 
private investment capital. The bank 
is owned by its 48 member countries 
which have subscribed to its capital 
stock, and is dependent on the sale of 
its own bonds to private investors for 
a substantial part of its loanable funds. 


Social Security Calculator... 
Based on the greatly stimulated pub- 
lic interest since the passage of the 
new Social Security legislation, a 
Social Security Calculator has been 
devised which shows exact dollar 
benefits for workers in all income 
brackets, and for all types and com- 
binations of dependents. The calcu- 
lator, suitable for distribution and 
other promotional uses, includes in 
brief, clearly understandable text all 
of the essential definitions, explana- 
tions, and rulings pertaining to the 
amended 1950 Social Security Act. 


Tax Factor In Bank Earning 
Power ... Morris A. Schapiro, presi- 
dent, M. A. Schapiro & Company, 
Incorporated, New York City, dis- 
cusses taxation as a factor in the earn- 
ing power of commercial banks and in 
the administration of bank loans and 
investments. 

With the assistance of four charts, 
he analyzes its relation to the critical 
or break-even yields, net current oper- 
ating earnings, pure earning power and 
the renewability of earnings of banks. 
He advises bank management to jus- 
tify the investment of stockholders by 
continuing to increase the internal 
operating efficiencies of their banks, 
and to find suitable investments which 
will produce net yields as high as those 
obtained from previous investments. 
He also considers it essential that the 
public be informed of the extent 
government policies have restricted 
banks from realizing adequate earnings 
for investors. 


Common Stocks For Long 
Term Commitments... A bank- 
ing and investment service company 
urges the average investor to disregard 
the “‘war” and “‘peace”’ classifications 
currently popular in describing repre- 
sentative common stocks, and to con- 
centrate on the issues of soundly capi- 
talized, financially strong and well 
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It shows the new benefits 


managed companies which have dem- 
onstrated rugged earning power under 
varying business conditions over a 
long period of time. The leaflet lists 
approximately 50 issues representing 
“good value” for long term commit- 
ments, separating them into four 
major types or classifications: income 
growth, business cycle, and the raw 
material-inflation hedge types. 


The Lanphar Counselor... A 
timely bulletin devoted to latest trends 
in the housing credit field, published 
periodically by a leading mortgage 
banking organization. The current 
issue includes detailed comments on 
the mortgage market outlook, and cites 
special safety factors for lenders created 
by the present situation. The pub- 
lisher offers to add anyone to the mail- 
ing list who would like to receive this 
informative booklet regularly. 


The Marshall Plan ... This is 
a factual review of the Marshall Plan 
beginning with General Marshall’s 
speech at Harvard in 1947 which out- 
lined the whole concept upon which the 
Economic Co-operation Administra- 
tion is founded. The booklet defines 
the ECA, the reason for its existence, 
the problems faced by the Marshall 
Plan, tells how ECA operates and 
what it has accomplished. Problems 
facing the ECA in the next two years 
are listed under three categories: in- 
creasing production, closing the dollar 
gap and integrating Western European 
countries. 
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raking | 


Customers like to deal with banks that use 
Burroughs Commercial Teller’s Machines because 
these machines let them get in and out fast, and 
give them clear, accurate records of their transac- 
tions. Tellers like the machines because they speed 
BU R RO UGH S up and simplify the work, help prevent errors, and 


cut down balancing time. It’s easy to gain these 


COMMERCIAL TELLER’S benefits in your bank. Wire like “4 tell you how 
easy it is. Call your local Burroughs man today. 
MACHINES | | 





“Our experience has proved that depositors get faster service. Neither | ‘“Speeded up handling of depositors’ and tellers’ cash proof... 
the bank, our tellers or our depositors would ever consider a return helped reduce and assisted in locating cash differences. Gave positive 
to the old pen and ink system.” Washington Union Trust Co., identification to deposit. Gave each teller his own adding machine.” 
Washington, Penna. The First National Iron Bank, Morristown, New Fersey. 





“From the start our depositors cooperated with us and agreed that “Since we began using these machines we have noticeably speeded 
we were giving them the latest, most up-to-date operation. The up our window work ... and the tellers’ work has been considerably 
machines have achieved for us the results you said they would.” _ simplified. Our customers are pleased with the service.” The National 
Farmers Bank of the State of Delaware, Dover, Del. City Bank of Rome, Rome, Ga 


WHEREVER THERE’S BUSINESS THERE’S B u rro u oh Re “_ D 
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COURT DECISIONS 








By CHARLES R. ROSENBERG, Jr. 


Member of the Bar of Pennsylvania and of the 


Bank Ouwns Proceeds 
of Sight Draft 


A Tennessee bank received from a 
corporate depositor a sight draft with 
bill of lading attached drawn on the 
depositor’s New York customer. By 
specific agreement the bank treated 
this draft as a cash item and gave the 
depositor immediate credit for it so 
that the depositor could draw against 
the credit at once if it so desired. 

The bank forwarded the draft to its 
New York correspondent bank, which 
collected it. Almost simultaneously 
with the collection a creditor of the 
corporate depositor in Tennessee at- 
tached the proceeds of the draft in the 
hands of the New York correspondent 
bank. In the ensuing litigation the 
Tennessee bank intervened as a third 
party claimant for the fund, taking the 
position that the money belonged to it, 
and not to its depositor. 

In an opinion discussing the rights 
of all parties concerned the New York 
court said: 

“Under the agreement between the 
defendant (the Tennessee corporate 
depositor) and the Tennessee bank, 
defendant was entitled to draw upon 
ils account so as to reduce it to less 
than the $5,004 (the amount of the 
draft) with which its account had been 
credited. Indeed, it could have drawn 
down its account to utter depletion. 
Had that been done, it is not denied 
that the proceeds of the draft would 
have been the property of the bank 
unconditionally, in no way subject to 
attachment by anyone having a claim 
against the defendant. 

“The defendant, as a matter of fact, 
did not make withdrawals which re- 
duced its deposit account below the 
amount of the draft. I do not, how- 
ever, regard that circumstance as being 
any more than merely fortuitous. 
Under its agreement with the bank to 
treat its sight draft as ‘cash items,’ the 
defendant had the clear right to check 
oul its account completely. In my 
opinion, that right indubitably marked 
the transaction here involved as a sale 
of the draft to the bank by defendant 
at the very time it was deposited. 

It is true that the sale thus made 
Wes not an absolutely unconditional 
on; for if the draft was not paid it was 
the obvious intent of the parties that 
the bank should have back what it paid 
therefor, on the express or implied 
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assumption that the draft was good 
and would be paid by the drawee in 
due course. In that situation, the 
bank would be free to charge the 
amount of the unpaid draft back 
against defendant’s deposit account, if 
defendant still had sufficient funds on 
deposit; or, if not, then to recover the 
amount from defendant. Hence, it 
seems to me that there is nothing 
determinative, on the issue of title to 
the proceeds of the draft, in the fact 
that the parties understood that the 
bank was at liberty to charge back the 
amount of the draft if it were not col- 
lected, notwithstanding that it does 
not appear that they entered into such 
an express agreement. That same 
right would exist if the bank had pur- 
chased the draft and subsequently 
found it to be uncollectible; or if it had 
taken the draft as a bailee, given the 
depositor temporary credit therefor, 
and then was similarly unable to col- 
lect it. 

“The specific agreement of the 
parties to treat the drafts as ‘cash 
items,’ —that is, as any cash deposits — 
and to allow the immediate entire with- 
drawal thereof, is a much more signifi- 
cant factor. It established the trans- 
action as one designed to place the 
parties in the ordinary relation of bank 
and depositor, which is that of debtor 
and creditor; it thus necessarily in- 
volved the transfer to the bank of the 
‘cash items’ so deposited. In that 
relationship there is not the slightest 
element of bailment or of agency. The 
deposited ‘cash item’ becomes the 
bank’s property immediately upon its 
deposit, despite the fact that ulti- 
mately it may develop that the de- 
posited ‘cash item’ was uncollectible, 
just as if it should turn out that some 
part of an actual cash deposit consisted 
of counterfeit money. In such an 
eventuality, the bank could, of course, 
cancel the credit for the ‘cash item,’ 
and charge back the amount thereof. 
It would thus, as to such item, be 
undoing the relation of bank and 
depositor, but it would not be convert- 
ing the relationship into one of mere 
bailment or agency. 

‘**That I consider to be the correct 
view of the situation in this case. Hence, 
when the bank presented the draft for 
payment through its correspondent 
bank in New York City, it was re- 
questing payment for itself of a draft 


which it owned by virtue of the fact 
that it had given its drawer-depositor 
credit therefor to the same extent as if 
it had been a deposit of actual cash. 
When the drawee paid the draft, the 
proceeds belonged to the bank and not 
to the defendant, and were not subject 
to attachment by the plaintiff under 
any claim which plaintiff had against 
the defendant. 

“Upon all of the evidence, I find and 
decide that the third party claimant 
herein —the Tennessee bank —was the 
owner of, and had title to, the draft 
and to the proceeds thereof, and that 
the plaintiff had no right to attach the 
same as the property of the defendant.” 
(Acorn Flooring Co. Inc., vs. North 
Memphis Lumber Co., 98 New York 
Supplement, Second Series, 18.) 
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Note by Agent 


A promissory note was signed “E. 
Harold Hampton by Henry G. Hamp- 
ton, Jr.””> The note was executed on a 
printed form and in the appropriate 
space the word ‘“‘we’’ was inserted so 
that the instrument read, ““We promise 
to pay.” 

The holders brought suit against 
Henry G. Hampton, Jr., contending 
that the word “‘we’”’ in the note made 
it the joint and several obligations of 
both parties whose names were affixed 
to the note. The defendant insisted 
that the signature itself showed that 
he signed only as agent for a disclosed 
principal and that, therefore, he was 
not personally liable. 

Agreeing with the defendant, the 
Georgia court said: 

“It seems clear to us in construing 
the contract before us that the inten- 
tion of the parties was to bind the 
principal, E. Harold Hampton, and 
that Henry G. Hampton, Jr., signed 
his name only as the agent of the 
principal. 

‘“‘We do not deem it material whether 
the word ‘we’ was written in the note 
in question or was in the printed form. 
We find no authority that would make 
this distinction material. 

“The form in which the agent acts 
is immaterial; if the principal’s name 
is disclosed, and the agent professes to 
act for him, it will be held to be the 
act of the principal. 

“‘Where there is a disclosed principal 
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and the agent purports to sign for the 
principal, and there is nothing to indi- 
cate that the agent is to be individually 
bound, it is the obligation of the princi- 
pal and not the individual obligation 
of the agent.” 

Judgment for the defendant. (Childs 
vs. Hampton, 57 Southeastern Re- 
porter, Second Series, 291.) 
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Stale’? Cheek Barred 


When does the statute of limitations 
begin to run against a check? A New 
York City schoolteacher received a 
pay check on which was printed this 
legend: ‘“‘Not valid unless presented 
within 90 days.” The payee presented 
the check for payment nine months 
after its issue date. The drawee bank 
refused the payment because of the 
“stale” date. The payee did nothing 


(CONTINUED FROM PAGE 27) 


with terms of 15 years or more that 
utilize standard amortization plans 
do not reduce the outstanding indebt- 
edness very rapidly the first five years 


further about the check and died more 
than six years after its issue date. Her 
administrator thereafter sued _ the 
drawer, the City ot New York, on the 
check. The city defended on the 
ground that the claim was barred by 
the statute of limitations. The trial 
court gave judgment in favor of the 
administrator, and the city appealed. 

Discussing the application of the 
statute of limitations in these circum- 
stances, the Appellate Court said: 

“The inscription stating that the 
check is not valid after 90 days is a 
usual and accepted practice in the 
issuance of checks which is followed 
for the purpose of reducing the num- 
ber of issued checks in circulation to a 
minimum, thus facilitating the duty of 
drawee banks in guarding against the 
cashing of lost checks, payment of 
which is stopped by the drawer. 

“The question here presented is 
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of the repayment period because a 
very high percentage of the payment 
is interest. During this period land 
values may change _ considerably. 
Therefore, if the repayment plan calls 
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——> The trend today is definitely to on-the-premises check imprinting 
of customers’ names. Bankers from Main St. to Wall St. are carefully 
screening various imprinters to find the fastest, smoothest, most auto- 
matic machine to meet their exacting requirements. 


> We, the pioneers of on-the-premises check imprinting have, 
after twelve years of improvement upon improvement, produced the 
TurirtiMatic—the answer to imprinting all pocket-size checks. Push- 
button imprinting at its very best, the TurirtiMatic is but one part of 
the complete ThrifttCheck Low-Cost Checking Account Service Plan. 


p> The ThriftiCheck Plan, used by hundreds of banks from coast to 
coast, can be yours without any investment by the bank. Or, it is 
possible to purchase a TurirtiMatic imprinter without any tie-in sale. 


p> Your inquiry is invited about either ThriftiCheck or the Turirtt- 
Matic and we assure you of prompt reply. To save time, it would be 
helpful to have details of your Special Checking Plan (if you have one) 
and copy of service charges on your Regular Checking accounts. 
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whether the statute of limitations 
started to run, as claimed by defendant, 
on the date of issuance and delivery 
of the check. 

“Presentment for payment is not 
necessary in order to charge the person 
primarily liable on the instrumen: — 
in this case, the defendant. The check 
continued to be an instrument payable 
on demand, which means that the 
cause of action thereon accrued on the 
date of its issuance and delivery to 
plaintiff's estate. Action on_ the 
check consequently should have been 
commenced within six years from that 
date, which was over two months be- 
fore the payee’s death. This action, 
however, was not brought until after 
her death. Hence, it is clearly barred 
by the statute of limitations.” 

Judgment for the defendant. (Far- 
rell vs. City of New York, 98 New York 
Supplement, Second Series, 56.) 


FARM MORTGAGE POLICY 


for 5 to 7 per cent amortization of the 
principal each year plus interest on the 
outstanding amount, the loan risk can 
be materially reduced much sooner. 
More attention must be focused on 
the first 25 to 50 per cent of the origi- 
nal loan; practically all the risk of loss 
is eliminated after the loan is one- 
fourth to one-half repaid. Rapid 
amortization in the early years re- 
duces the risk more rapidly, requires 
repayments when incomes are more 
predictable, and establishes the repay- 


ment capacity of the borrower early. 
A SECOND way mortgage risk may 
be materially reduced is by more 
thorough appraisals before granting the 
loan. Keen observation of the earning 
capacity of any farm is the key to low 
loss ratios. Loss experience the past 30 
years has clearly indicated that conse- 
quences of inadequate differentiation 
between different types of farms. Some 
of the well established principles for 
choosing between different types ol 
farms in any agricultural area follow: 
1. The spread in prices between 
good and poor land is not as great as 
the difference in earning power of the 
land. Good land is underpriced and 
poor land is overpriced relative to its 
earning capacity. Both good and poor 
land tend toward the average price in 
the community. This is the result of 
the inability of buyers to recognize 
and appreciate the differences in land 
and the scarcity of buyers with suili- 
cient capital to bid for the good land. 
2. Large farms are cheaper per acre 
than small farms. The economic-sized 
farm unit is cheaper per acre than 4 
farm with less acreage. This is largely 
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the result of a scarcity of operators 
with the necessary skill and capital to 
operate farms that are large enough. 


3. As agriculture becomes more 
commercialized and mechanized, the 
going concern value of the farm be- 
comes more and more important. For 
this reason the farm having land in a 
high state of fertility and adequate 
building facilities is cheaper than 
poorer farms needing extensive land 
improvements and building repairs. 
This is true because the buyer has the 
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handsome metal. 
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additional cost of making the improve- 
ments, and a reduction of his income 
until the improvements are all com- 
pleted. This cost is usually much 
larger than the difference between the 
initial cost of the two farms. 

4. The end result of the above 
known facts are as follows: (1) the 
hired man on a poor farm usually en- 
joys a higher standard of living than 
the owner; and (2) debts on a good 
farm are repaid from earnings, but on 
a poor farm they are repaid through a 
lower level of living. 

In appraising farms, lenders often 
make the same mistakes buyers make. 
They overappraise second and third 
class farms relative to the best farms 
on which they make loans. Past ex- 
périence among lenders indicates a very 
high percentage of their losses have 
occurred on these farms. Losses have 
always been negligible on farms with 
good land and building resources of 
sufficient size to be an efficient unit. 

A third method commonly used to 
offset increased lending risk is higher 
interest rates. Private lenders can 
use differential interest rates on farms 
of different types and in different agri- 
cultural areas. With increased pres- 
sure to expand loan volumes and strong 
competition between lenders, this “risk 
equalizer,” the differential interest 
rate, has been used only to a small 
extent in recent years. The rate still 


varies between geographic areas as 
seen in Table 2; however, there proba- 
bly is considerably less variation within 
a given area by each individual lender 
between different types of farms. Tihie 
interest rate for loans on farms with 
limited earning capacities should je 
substantially larger than for the larger, 
more productive farms. If speculative 
price rises in real estate occur, fore- 
closures and losses on these farms will 
again be large relative to the better 
farms after land values again recede. 

If real estate values rise materia!|y 
in the years ahead, agriculture’s finan- 
cial position could be materially weak- 
ened, especially if farm earnings are 
quickly capitalized into higher land 
values. Loans made during such a 
period could involve considerable risk, 
particularly if farm and mortgage 
activity increased rapidly. Under these 
conditions lenders have several devices 
at their disposal to prevent unsound 
lending operations: (1) higher loan 
amortization the first few years; (2) 
lower appraised values relative to sell- 
ing prices; (3) greater differentiation 
between good and poor farms; and 
(4) higher interest rates. If competi- 
tion among lenders for available loans 
prevents the use of these devices, 
mortgage loans could become ex- 
tremely risky. Easy credit policy dur- 
ing a price spiral in farm land prices 
only adds fuel to the fire. 
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A BANK'S “CHARG-IT” PLAN 


(CONTINUED FROM PAGE 29) 


than by reaping the benefits of sales 
to accounts opened by other stores. 
During the interval before the first of 
the year, the bank and participating 
merchants will be pursuing an aggres- 
sive promotional policy with the hope 
of building a large volume of accounts 
during the active Christmas season. 
In the event that expectations are met, 
the existing rate of 8 per cent will 
probably continue. 


HE plan is copyrighted by the 

Retail Charge Accounts Service In- 
corporated, 129 Market Street, Pater- 
son, and the bank has a contract agree- 
ment with this organization. To our 
knowledge, there is no other plan 
operating exactly like this one any- 
where in the country. There are four 
Eastern cities where the “Charg-a- 
Plate” system is in use. Under this 
plan, there is a common credit identi- 
fication provided to the shopper, much 
like the Charg-It plate. However, the 
investigation, authorization and billing 
is done by each store independently 
and there is no provision for a central 


financing organization as is the case 
of Charg-It. 

There may be some question as to 
the size of community in which a 
Charg-It plan would be feasible. There 
is no good rule of thumb in answering 
this question except to say that the 
determining factor is the size of the 
trading area of the community in 
question, and not the population or 
geographical size as such. Paterson, 
Clifton and Passaic, where the Charg- 
It plan is being introduced, are adjoin- 
ing cities with a combined population 
of about 300,000. Peoples Bank and 
Trust Company, an affiliate, is spon- 
soring the plan in Passaic. 

It is unlikely that the plan would be 
practicable in a community of less 
than 10,000 population unless it was a 
very active trading center. The prac- 
ticability of Charg-It in a particular 
community would also be determined 
by the consumer credit facilities offered 
by the sponsoring bank. 

The program was originally designed 
for stores with an annual volume 0! 
$50,000 to $1,000,000. Again, this Is 
not a fixed rule but an estimate. Meany 
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Book of scrip certificates 


Some of the forms used in connection with “‘Charg-It”’ 


stores with a retail volume of less than 
$1,000,000 have set up their own credit 
plans, but because of inadequate han- 
dling in some cases have actually 
damaged community credit. In cer- 
lain instances it is possible that a store 
with a larger volume than $1,000,000 
would be interested in Charg-It, al- 
though usually a store of that size has 
an established credit department and 
has already made the original heavy 
investment to set up credit facilities. 

In presenting the Charg-It plan to a 
merchant without credit facilities, we 
point out to him that he is losing 
many sales to stores that offer charge 
conveniences. We stress that with 
Charg-It no credit checking is neces- 
sarv; no extensive bookkeeping is in- 


volved and the retailer is free to devote 
his attention to the primary function 
of merchandising; there are no collec- 
tion problems and no risk of credit 
loss; instead of a stack of receivables 
there is immediate cash for use in the 
business; there are ample advertising 
aids available, by which a merchant 
can capitalize on the plan; and finally, 
the cost to the retailer is small, being 
only a small fraction of the total 
amount of each purchase. So far, the 
response has been well up to expecta- 
tions. 

If any banks are interested in further 
details, or would like samples of 
Charg-It forms and promotional mate- 
rial, we shall be very pleased to supply 
them upon request. 


VEW DECORATING AID 


(CONTINUED FROM PAGE 31) 

tors’ table. Besides its attractive 
appearance, it provides a covering that 
does not require constant polishing 
and that can be repaired easily if 
daniaged or burned. Directors’ chairs 
are covered with white and the cloak- 
room has a two-tone finish consisting 
of earl gray on the end walls and 
niclel gray on the side walls. 

Corridors, elevator bays and _stair- 
cases. All corridors are lined with 
Wal’ covering, as is the staircase leading 
lo te installment lending department. 
Around all elevator bays we use the 
nick! gray which matches well with 
mar le where the two come together. 
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It happens that these various areas 
are subjected to considerable wear and 
hand markings, such as around eleva- 
tor buttons, and the wall covering of- 
fers considerably more protection than 
the usual finish. We are also using it for 
protective reasons as a 42-inch padding 
around the lower part of our service 
elevators. 

Recreation room. Our _ recreation 
room is finished from floor to ceiling in 
a combination of yellow and green. 
Our public and employee rest room 
walls also are completely covered in 
two-tone combinations. 

By way of conclusion, we do not 
hesitate to express our belief that banks 
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In the Pittsburgh district, con- 
struction is well under way on 
the 50-million dollar Penn-Lincoln 
Parkway to link the Golden Tri- 
angle with U. S. Routes 22 and 
30. and the famed Pennsylvania 
Turnpike. This is the first of 
21 integrated highway projects 
which will speed traffic into and 
through Pittsburgh. 


These broad, multiple traffic lanes 
will augment Pittsburgh’s excel- 
lent air, rail, and water trans- 
portation facilities. But more efh- 
cient transportation is just one of 
many good reasons why Pitts- 
burgh may well be your “land of 
opportunity.” To secure more in- 
formation—to get the complete 
picture of Pittsburgh’s bright 
business. outlook, write today to 
The Pittsburgh Industrial De- 
velopment Council, Pittsburgh 
19, Pennsylvania. 


And for your correspondent bank- 
ing needs, Peoples First National 

. with 18 completely staffed 
offices . . . is in excellent position 
to serve you and will welcome 
such opportunities. 


PEOPLES FIRST 
NATIONAL 


BANK & TRUST COMPANY 
Pittsburgh 30, Pa. 
Member F.D.1.C. 











of all sizes will find that a wall cover- 
ing, such as the Joanna covering we 
have used, to be a practical decorating 
aid. The cost seems surprisingly low 


when it is considered that the life of 
the colors and the material will extend 
over many years and that maintenance 
cost is negligible. 


° . Sd 


If we seem enthusiastic about its 
use, we can only say that visiting bank 
officers who have inspected our quar- 
ters have shared our enthusiasm. 


SAVINGS IDEAS FROM SWEDEN 


(CONTINUED FROM PAGE 34) 


Association has a special consultant 
who visits high schools, youth clubs 
and other groups and gives lectures on 
matters of thrift and economy. It is 
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his popular and convenient style 

Rack holds a moderate quantity of 
bills of various denominations rendered 
easily available for quick handling. Makes 
cashing of checks a speedy procedure. 
Base is of enameled aluminum, 6% in. } 
square. The four 7 in. nickeled steel Posts 
accomodate the enameled counter weight. 


A very handy device. 
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planned to engage another consultant 
to be a contact man between the sav- 
ings banks and the larger farm schools 
as well as various farm organizations 
for young people. 

The experience of the savings club 
movement has been that deposits as a 
rule are of short duration and the 
majority of the young people do not 
save as much as they could. There- 
fore a special “Salary Saving” activity 
was started in 1949 with the objective 
of having young people between 15 
and 25 years of age save at least 10 
per cent of their salaries, through a 
payroll deduction arrangement. Under 
the terms of the savings contract the 
participants who do not withdraw 
their savings before reaching 25 years 
of age, unless for special authorized 
reasons, may take part in a Govern- 
ment supervised lottery. In spite of 
the fact that the campaign is only in 
its infancy it was estimated earlier 
this year that about 20,000 young 
people had joined the salary saving 
program, and the aim is to increase 
this to 40,000 before the end of the 
year. It can readily be understood 
what it will mean to the economy if 
tens of thousands of Swedish youths 
during a period of 10 years save 10 per 
cent of their salaries. 

Another program for reaching young 
men in Sweden was embarked upon 
at the end of the second World War. 
It had been decided that military 
training should also involve education 
in citizenship to a larger degree than 
before. The savings banks succeeded 
in convincing the military authorities 
that an essential part of this educa- 
tional process should be training in 
matters of economy. In co-operation 
with the Ministry of National Defense 
the Swedish Savings Banks’ Associ- 
ation arranged a series of lectures for 
officers on thrift topics, and they were 
taught how to impart this information 
to the conscripts. A large number of 
savings bank men participated in these 
lectures as teachers, and a_ special 
handbook on the subject of Citizenship 
Economy was issued by Sparfram- 
jandet. 

The parents of newly born babies 
can be reached at home, children can 
be contacted at school, the conscripts 
in the barracks, and members of sav- 
ings clubs in the factories, etc. It is 
comparatively easy to promote thrift 
among these specific groups. How- 


ever, it is more difficult to contact the 
mass of the adults. The savings banks 
have therefore made special efforts to 
reach those individuals with influential 
positions in their communities, who 
can contribute much toward building 
up a favorable public opinion regarding 
savings and the savings banks. 


AN important link in these efforts 

was the invitation from the savings 
banks, addressed to the Swedish Parlia- 
ment, inviting the members to par- 
ticipate in a study day with the sav- 
ings banks as hosts. Large busses 
took the members to various schools 
where they were given an opportunity 
to study at firsthand the organization 
of school savings, and later the group 
was given a report on the money lend- 
ing activities of the savings banks. 
Then at an informal dinner there was 
an explanation of the banks’ three 
central organizations. The results of 
this first study day were so favorable 
that the event was repeated this Fall. 

Another important group of citizens 
which the savings banks have con- 
tacted on numerous occasions is the 
newspaper men. As a rule journalists 
from all over the country are invited 
every other year to participate in a 
two-or-three-day gathering for discus- 
sions, courses and study visits. 

Every year the savings banks ar- 
range a course of lectures bearing the 
title, ““Our Economic Situation.” In 
the savings bank movement it is con- 
sidered very important that 200 to 300 
leaders of industry, commerce, bank- 
ing, insurance and similar fields par- 
ticipate annually and receive positive 
guidance on economic trends. Men of 
outstanding reputation have willingly 
offered their services for these lec- 
tures, and the Government has as a 
rule been represented by the Prime 
Minister at the initial opening of the 
courses. 

An investigation of the textbook 
used in most schools revealed that the 
savings banks and certain phases of the 
economy were not treated in a favora- 
ble light. In order to remedy this 
situation the savings banks in collabo- 
ration with other monetary institutions 
held a course this Spring for authors of 
school. books. 

Through such methods the Swedish 
savings banks are able to reach hun- 
dreds of thousands of people annually 
in disseminating economic information 
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and stimulating interest in thrift. 
However, there are many who are not 
thus reached —they have no children, 
do not belong to savings clubs, do not 
participate in the courses outlined. 
When it comes to this large group of 
people the savings banks are endeavor- 
ing -mainly through the intermediary 
of Sparframjandet but also through 
individual efforts—to stimulate an 
interest in personal saving through an 
extensive advertising and _ publicity 
activity. 

For their individual advertising most 
savings banks use matrices of Spar- 
framjandet’s professionally prepared 
promotion. Some 70 to 80 advertise- 
ments in various sizes covering all 
services are prepared beforehand for a 
coming year, and collected in a book- 
let. The banks select only those adver- 
tisements they want to use, prepare a 
schedule of when and where they are 
to appear, and Sparframjandet then 
places the orders with the respective 
publishers. In this way the advertis- 
ing is centralized and costs kept down 
toa minimum. The plan has proved 
to be very valuable in improving the 
standard and efficiency of savings 
bank advertising. 

The general themes of the ad cam- 
paigns are keyed to the times. Thus 
in 1948 the chief purpose of thrift pro- 
motion in Sweden was to combat infla- 
tion. “‘Don’t buy a zebra,” i. e., don’t 
buy anything unnecessary, was the 
slogan used in co-operative advertising 
of the savings banks. 


THEN plans were laid for the 1949 
campaign the economic situation 
had changed considerably. There were 
no longer any signs of a buying panic, 
and a balance seemed to have been 
achieved. Consequently the theme 
of the co-operative advertising was 
changed, and it was decided to stress 
saving for a purpose. A new slogan 
was created, the Swedish word ‘‘Onske- 
konto,’ a word that means more to a 
native than its literal translation of 
“Desire Account,” and also more than 
the English phrase ‘Save for a Pur- 
pose.” It implies too the achieving of 
a wish or the realization of a dream. 
The first advertisement in the cam- 
paign presented the new slogan and its 
pictorial symbol, Aladdin’s lamp, and 
was followed by a series of ads depict- 
ing a number of savings purposes. The 
campaign was run in 90 newspapers 
with a circulation of about 2,000,000 
and was supplemented by some 10,000 
posters and nearly 2,000 bus cards. 
These co-operative efforts were backed 
up by local savings bank advertising 
along similar lines in various media. 
Even special postage stamps were used 
to further the promotion effort. 
Another example of a common theme 
relates to the matter of interest rates. 
At present the savings banks as a rule 
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pay 21% per cent, which is one-half 
per cent higher interest than is ob- 
tained from the commercial banks, the 
postal savings bank and several other 
monetary institutions. However, a 
market survey which Sparframjandet 
conducted in 1944 showed that the 
public’s knowledge of the savings bank 
rate of interest was rather trifling. 
Only 6 per cent of those questioned 
knew what the rate was, while 36 per 
cent had a mistaken impression and 
58 per cent admitted that they did not 
know. Thereafter practically every 
savings bank advertisement has con- 
tained a line saying that ““The Savings 
Banks give the highest—take the 
lowest interest.”” Many of the ads 
have dealt specifically with the rate of 
interest paid on savings. A follow-up 


survey in 1948 disclosed that this in- 
formational activity is bearing fruit: 
50 per cent of those surveyed knew 
the prevailing rate on savings, 41 per 
cent cited an incorrect rate, and only 
9 per cent said, “‘don’t know.” 

Besides newspaper advertising, the 
savings banks try in many other ways 
to reach the general public. They have 
a news agency which sends out weekly 
articles, poetry, sketches, humorous 
stories and other interesting material 
to virtually all the Swedish papers. 
The most prominent writers on eco- 
nomic subjects, and excellent artists, 
assist in these efforts. In the articles 
there is practically no mention of sav- 
ings banks. Instead they seek to make 
important contributions to economic 
knowledge, and to be a leader on 
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It is believed that 


current problems. 
in the long run such information can- 
not fail to be of benefit to the banks 
as well as the general economy. 


Considerable use is also made of 
films in savings bank promotion. The 
core of the film program is the one 
minute advertising movie. Five or six 
such films are produced each year and 
shown to the public in about 700 
cinemas throughout the country. In 
addition, each year usually sees the 
production of some feature or docu- 
mentary movie running for 20 to 30 
minutes. These films are issued to the 
savings banks which show them in 
their public meetings or lend them to 
civic organizations. During the past 
three years the savings banks have 
twice received Oscar distinction for 
these movies. 

Two periodicals also help the savings 
banks keep in touch with important 
groups. One is the previously men- 
tioned “‘Lyckoslanten,” or The Lucky 
Coin, a children’s magazine containing 
cartoons and illustrated stories with a 
thrift theme interwoven. Since 1926 
this publication has been distributed to 
school savers. Issued six times a year, 
it has a circulation of 700,000, making 
the magazine the largest of its kind in 
Europe. 

The other external house organ, the 
‘“Jordbruks-Journalen” or Farm Jour- 
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nal, is issued by the savings banks hav- 
ing sizable contingents of farm cus- 
tomers. It, too, is profusely illus- 
trated and contains articles and fea- 
tures of special interest to rural folk. 

In addition, many miscellaneous 
leaflets and booklets are available 
through Sparframjandet for distribu- 
tion by the individual savings banks. 
For instance, one appeals to the par- 
ents to deposit in a savings account 
at least part of the family allowance 
contributed by the Government for 
each child under 16 years of age. An- 
other pamphlet quotes the leader of 
the Swedish Federation of Labor on 
the benefits of thrift. A third urges 
depositors to empty home savings 
boxes at the savings bank. There is 
a special booklet full of helpful infor- 
mation for Girl and Boy Scouts. And 
so the list goes. 

Some of the material produced by 
Sparframjandet is intended for sale 
to the general public, and is distributed 
through book and stationery shops as 
well as by the banks. Most important 
in this category are the Savings Bank 
Cash-Account Books. An _ intensive 
publicity campaign is conducted 
through advertising, posters, films and 
various printed matter to stimulate 
the sale of the budget books, and more 
than 2,000,000 have been marketed 
during the past 10 years. They are 
available in eight different editions, 
each especially prepared for a specific 
purpose or group. Thus the latest to 
be issued is an account book for young 


o 


people and one for households. 
Teaching aids for school instruc’ ion 
in economics are badly needed, anc for 
this purpose the savings banks have 
introduced a series of charts which are 
sold to educational institutions. <A 
special school edition of the cash book 
has been produced by which pupils 
learn budgeting and personal accoiint- 
ing. The methods and principles of 


education in economics are explained} 
in manuals and booklets for teachers. }: 


All co-operative savings bank adver- 
tising displays the common symbo! o/ 
the oak, and this even appears on 


specially manufactured curtains orf) 


drapes used by the banks. In May, 
1950, a Gallup survey indicated that 
65 per cent of the Swedish population 
knows that the oak is the savings bank 
trade-mark. Permission has _ been 
granted to the savings institutions of 
Denmark and Turkey to utilize the 
same symbol. 

Through the continuing stream of 
publicity and promotion, the savings 
banks are meriting the respect and 
understanding of all groups of citizens. 
Although much remains to be done, 
the fruits from the work of recent years 
provide positive evidence that the 
right paths have been followed. The 
leaders of the Swedish savings bank 
movement are practically unanimous 
in agreeing that activity along the 
same lines should be continued, both 
for the public relations involved and 
the better knowledge created concern- 
ing thrift’s role in the economy. 
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MR. CLUTCHBILL 


(CONTINUED FROM PAGE 35) 


had ever heard in his long career of 
guarding other folks’ property. 

“The first St. Roman came to New 
France as an officer in the first regi- 
ment, and remained. He was granted 
a seigneurie beside the river. Later 
when the stone house was built it was 
thought safe to bring out his family 
louis d’or and gems. They came in 
an iron chest which even though over 
two centuries are gone is still in the 
old home where I live. The gems were 
known to be in the family till the con- 
quest in 1759. The seigneur St. Roman 
of that generation was a companion of 
Montcalm, and fell with him in the 
Battle of the Plains before Quebec. 
It is thought that he hid the gems 
before going into battle. They have 
never been found.” 

“But he’d left instructions for their 
recovery,” burst out the old director. 

“Certainment ... but the women of 
the family had the year before returned 
to France because of the danger in the 
colony. No letter of instructions ever 
reached them ... ships were captured.” 


“Then someone else got any such 
letter and pinched the jewels.” 

. “Some ships went down, M’sieu’.” 

‘“Hm-m, that could happen. You've 
left no stone unturned in the hunt?” 

“None .. . five generations of my 
family have searched. We have always 
believed them there. I am the seign- 
euresse of the manoir. The seigneurie 
has been sold piece by piece, and now 
the old home itself will soon have to 
go. A new owner might some day find 
the gems... if I found them I could 
stay in the home of my ancestors —1! 
is very lovely, M’sieu’.” Madeleine 
suddenly became silent and _ looked 
away. 

In the pause Mr. Clutchbill glanced 
at her intently, then thoughtfully 
wound a horny finger into his gray 
goatee. ‘The trail is too blind and old 
for me to see, Mademoiselle.” 

“You can see him!’ burst out M. 
Pinard. ‘“‘Neeze Madeleine has come 
with her petit motor. She you will 
put on the manoir. Oui! Allons-y! 

“He says, ‘let’s go!’.”” Madeeine 
turned on Mr. Clutchbill a pair of 
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charming brown eyes alight with hope. 
‘Him’f, I dunno .. . it sort of fasci- 
nates me.”” Mr. Clutchbill let go of 
his goatee and took hold of his nose. 
Suddenly he took hold of his ear and 
felt it over quickly as a new thought 
flashed in his mind. 

“I am votre dee-posit-her in la 
banque!’ hinted M. Pinard. 

“Yes, I think I could come,” nodded 
Mr. Clutchbill, but he was thinking of 
Madeleine. 


“Ciel!” M. Pinard jumped out of 
his chair. “Cet aprés-midi!”’ 

“He says, ‘this afternoon’, smiled 
Madeleine. 

ao fs 


BEFORE the young seigneuresse 

called for him early that afternoon 
Mr. Clutchbill himself made a call at an 
old village home where lived an elderly 
individual with horn glasses in a setting 
that spoke of a private museum. When 
the old director came away he was 
carrying what appeared to be an 
dectric carpet sweeper, save that the 
end of its handle was mounted with a 
boxlike structure similar to its lower 
end. 

It went into the trunk compartment 
of the car when Madeleine drew up at 
the bank curb that afternoon. The old 
director wrapped it in a robe, and saw 
that it was locked in before he climbed 
in beside his young companion. 

The car, a small one of some British 
make, under Madeleine’s youthfully 
alert hand nosed the homeward road 
at a surprisingly rapid pace. A hun- 
dred miles northward they cleared the 
lrontier and stopped at the douane. 
The old director, with the help of 
Madeleine’s brown eyes, so diplomati- 
cally convinced the young customs 
oflicer, the strange instrument in the 
trunk compartment rode triumphantly 
through the inspection. Another sixty 
miles, and they entered a tiny village 
of bell-cast eaves where they turned in 
between large stone gate posts and 
swept up a long curving driveway 
bordered with flowering rose bushes 
flashing a double line of color up to the 
gray stone walls of a large square 
manor house. 

The door stood open above the 
broad steps. A figure appeared. Mr. 
Clutchbill noticed the man was in his 
middle thirties, dark-eyed, pale of 
cheek, but with a pleasant and viva- 
Clous address. 

“Say nothing of the object I put in 
the trunk compartment,” he managed 
‘o whisper to Madeleine. ‘‘I thought 
you lived alone.” 

“He and his wife take care of the 
house when I am away,” explained 
Made‘eine. “He is a descendant of one 
of the old censitaires of the seigneurie.”’ 

In 2 few moments Mr. Clutchbill, 
‘arrying a little yellow valise with his 
night ‘hings, was in the great hall. A 
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double row of large dark oil portraits 
reviewed him on either hand. Made- 
leine, leading a few steps ahead, turned 
jauntily and waved an arm to her 
ancestors as though in introduction, 
and gave Mr. Clutchbill a quick, gay 
laugh. 

Shortly they stood together at the 
foot of a balustrade which wound 
gracefully upward in two serpentine 
curves. On the wall near it hung the 
framed family tree surmounted by a 
lozenge emblazoned with the arms of 
St. Roman. 

It attracted the old director’s atten- 
tion. From his taller height he in- 
spected it closely. 

“It’s quite handsome,” he compli- 
mented. ‘What is that strange little 
tree in the oval up there?” 

Madeleine graciously supplied the 
charge: “‘D’or, a l’arbre de sinople de 
Chine . . . a shield of gold with a tree 
in green from China.” 

“It is a very strange tree.” 

““Yes, M’sieu’, it is a Ginkgo tree. It 
has ever been told to me by my family 
that it is a token of the East. The 
family fortune was made in trade with 
the Orient . . . the land of the Ginkgo 
tree.” 

“Ginkgo is a very odd name,” 
breathed Mr. Clutchbill. 

And that night as he lay in a bed 
beside a window canopied by a giant 
elm on the bank of the broad river 
flowing quietly past, he kept repeating 
the name of that strange tree, and 
puzzling over it. ‘‘I don’t understand 
about the Ginkgo tree,” he kept saying 
to himself, and then: “I wonder if that 
black-eyed cuss at the door plans to 
get the property ... if he knows about 
the gems —where they are...” 

The old director fell asleep. 


REAKFAST was in the great dining 

room, darkly rich. From old parties, 
ghosts hovered close in silks and satin 
slippers, and in jeweled orders sparkling 
on gay uniforms. In Mr. Clutchbill’s 
honor Madeleine was using the old 
flowered china and silver plate from 
France. Her dark hair, caught by a 
single band, hung down her back in- 
tensifying her girlish slightness. 

“Does the man who met us know of 
the lost gems?” asked Mr. Clutchbill 
attacking his bacon and eggs. 

‘“‘Ah, M’sieu’, every one knows in the 
parish ... it has become a legend.” 

“Ts it convenient to walk around the 
grounds with me?” 

“Tt will be a delight.” 

Later when they were walking along 
the river bank a strange object caused 
Mr. Clutchbill to stop. It was an 
ancient tree, but the leaves were pecul- 
iar, each taking the shape of an old- 
fashioned partly-opened fan. It was 
contentedly nestling in a sun trap 
occasioned by the high wall of old 
cedars protecting a little family bury- 


ing ground of small marbles. 

‘‘What kind of a tree is that, made- 
moiselle?” inquired Mr. Clutchbill. 

**A Ginkgo tree.” 

The old director’s eyes opened with 
a sort of shocked surprise. “Like the 
one on your family arms!” 

“Yes, it came from China... that 
is, its ancestor did. It was on the 
grounds of the family chateau in 
France. A tiny root was brought over 
sO many years ago, and it grew here, 
as you see.” 

“Hm’f!’’ Mr. Clutchbill kept star- 
ing at it as though some unseen hand 
had touched him. “It has been injured 
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here sometime,” he commented point- 
ing to a gnarled spot where a large 
lower limb branched out. 

“No, I think not, M’sieu’. 
always been so.” 

““Mademoiselle, we are probably 
watched, but let us get the object I 
brought.” 

Once they were again standing be- 
side the strange tree the old director 
placed one end of the instrument on 
the ground, and from the top end 
loosened the two hooked cords of an 
ear phone. These he instructed Made- 
leine to place in her ears. He then 
turned a switch. 

“Do you hear a low humming sound 
like a bee?’’ he inquired. 

The young seigneuresse nodded. 

“If there were metal under the 
instrument the hum would rise to a 
sharp pitch . . . it is a mine or metal 
detector.” 


It has 


ME: Clutchbill took the instrument, 
fixed the wires in his own ears and 
stepped around the roots of the tree, 
sliding the instrument over the ground. 
Madeleine stood silently regarding 
him until he returned. “You thought 
something might be buried beside the 
tree?” 

“I wondered, but there is not. I 
thought the strange tree might be a 
landmark of some sort because it was 
used on your family’s coat of arms. 
I will make a wider circle.” 

Ten minutes of failure brought him 
back to her side. 

“Alas, I fear I have overrated my 
smartness,” he admitted as they stood 
together close to the trunk of the 
Ginkgo tree, the old director carrying 
the instrument in a horizontal position. 

Suddenly both of them heard a 
stinging buzz. Instantly Mr. Clutch- 
bill’s glance darted to an overgrown 
fissure on the tree trunk where the 
instrument was pointing. 

‘““There’s metal in there! . . . perhaps 
only an old iron spike. We'd best 
investigate.” 

A quarter of an hour later, with the 


help of an auger a strange piece of 
metal was removed from the tree. 

“Hm’f, it is only an old pistol bar- 
rel,” declared Mr. Clutchbill. “But,” 
he added quickly, ‘“‘do you see?...a 
round lead bullet has been driven into 
both the breech and muzzle ends.” 

Speechless, Madeleine watched the 
old director dig out the bullet from the 
breech end of the crusted barrel. An 
edge of yellowed parchment showed 
in the dark hole when the lead was 
removed. Faint words spanned the 
tiny slip of parchment when it was 
carefully unrolled. Madeleine puzzled 
it out and translated it. 

““Touchant la lettre de ma part le 27 

mai 1759 a France ... maintenant 

cherchez sous la tombe de notre 
grand-pere Francois. 
Pierre.” 

(Concerning my letter May 27, 

1759 to France . . . now search 

under the gravestone of our grand- 

father Francois.) 

““M’sieu’!”’ gasped the young seign- 
euresse, her brown eyes quickly search- 
ing Mr. Clutchbill’s face. “It is the 
little gray one at the center of the 
graves in the cedars.” 

Shortly they were kneeling beside it. 
The old director slid the instrument 
over the ground up to its base. In- 
stantly the low hum of the phone rose 
to a shrill pitch. 

‘““My foi! I am so excited I can not 
think. We must have a spade, no? 
I shall run for one.” 

Many minutes later a pile of dirt 
grew beside the stone. And then, 
suddenly, the spade stopped with a 
grating jar. Mr. Clutchbill bent down. 

“There is a small metal casket here 
... Shall I remove it?” 

“Certainement!’ Madeleine had 
dropped to her knees, fascinated. Her 
brown eyes shown with a hope that 
had mocked the family of St. Roman 
for generations. 

When Mr. Clutchbill got it out, it 
was no more than a foot long, and so 
crusted with rust and caked dirt it 
gave scant evidence of its nature. 
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“Alas, M’sieu’, is it anything?” 
Madeleine’s words died in her throat. 

“T think we had best break it open 
in the house,” evaded Mr. Clutchbil] 
regarding it curiously on his own part, 

A little later the crusted object lay 
on a paper-protected rug in the salon. 
The rusted cover broke away with 
little effort. The interior was crowded 
with a leaf-like ashen deposit that 
crumbled at a touch. 

Madeleine knelt before it, her two 
small hands knit together. 

Mr. Clutchbill felt inquiringly into 
the gray ash. His fingers touched 
something firm. He picked it out, a 
small star-like object. He dusted it 
with a breath, and from blackened 
metal the exquisite blue flash of an 
East Indian sapphire glowed in the 
light pouring in from a window. 

““Mademoiselle, you are looking on 
the St. Roman gems,” he said quietly, 
handing it to Madeleine. 

*“M’sieu’!”’ 

Quaint designs in ancient jewelry 
came out of that little box, all carrying 
generous sapphires, emeralds, rubies 
and diamonds. The old director turned 
a delighted smile on Madeleine sitting 
like a child before them. 

*“‘A rare patrimony, at last, my dear, 
from your distinguished family of St. 
Roman. Wise, indeed, was the one 
who buried them, for they were far 
from the manor house in the event it 
was burned by the enemy, and they 
were guarded by the sanctity of a 
grave. Itis not well to keep them here. 
I suggest they be lodged with a bank 
in Montreal.” 

“Oh, M’sieu’, it is that I can hardly 
speak. But, yes, we must take them ff 
there together.” 



























































FIVE months passed and then in the 
soft haze of Indian Summer, St. Mar- 
tin’s Day came to the shores of the 
St. Lawrence. The great hall of the 
manor house flashed with gay gowns 
and with menfolk in their Sunday 
best, descendants of those, who, as 
censitaires of the seigneurie in the old 
days, had brought their copper sous 
and poultry and wheat to the seigneur 
seated with the rent-roll in the broad 
hall. And now, too, as of old, log fires 
leaped up in the fireplaces, and the 
spacious rooms buzzed with the quick 
tongue of Old France. There was a§ 
special guest . . . Mr. Clutchbill in a 
black cutaway and long gray striped 
trousers who was being led by the 
young seigneuresse from one group to 
another in a barrage of introductions. 
In Madeleine’s dark hair sparkled the 
blue fire of a superb East Indian 
sapphire. And, too, there was M. 
Pinard who had brought Mr. Clutch- 
bill. For once, M. Pinard did not 
dare trust his voice, for on his old 
pink face two lines of moisture ran 
down unashamed. 
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